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Why 
Not 


RS. GORDON is in 
the children’s depart- 
ment. She has just 


hught Junior a pair at $4.50 
and now she’s ready to buy 
Sister a pair at $5.50. 


Out on the floor, young Mrs. 


Chandler is trying to decide between the black kid at 
$12 and the reptile grain at $14. 


reptiles. 

A chair or two away is old 
Mrs. Brown. She’s driving 
everybody in the department 
mad trying to get fitted to a 
pair of old ladies’ comfort 
bals. 

In the men’s department, 
sme youths are trying to 
fnd pairs of light tans with 
bigger, trickier, brighter 
brass eyelets. Men of affairs 
are buying dress shoes, sport 
shoes and what not, and an 
dderly gentleman bewails 
the passing of the old Con- 
gress tops. 

Business is good, but old 
Mrs. Brown gives up in dis- 
gust and petulantly allows 
that she’ll go down to Rey- 
nold’s store where she can get 
what she wants. “Should 
have gone there in the first 
place,” she hurls as a parting 
thot. A moment later, the 
id man decides to go down 





By gesr 


There’s a Marked Difference 
In the Buying Activities of 
-eople in Various Age Groups 


She decides on the 


“I don’t care whether they’re six or sixty, 
they buy my shoes and pay for them,” 


Inventory Your (justomers 


to the same __ store,’ too. 
Let’s go along with them. 
We find Mr. Reynolds in con- 
versation with an advertising 
counsellor. Nothing private 
about the conversation. Let’s 
intrude. 
so long as 


snaps Mr. Rey- 


nolds in reply to a question by the counsellor as to the 
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Another Installment of Fashion’s 
Work Sheet 


EGINNING on page 75 of this issue 

is the second installment of the fashion 
work sheet, compiled by Madame Hamilton 
Jeffries, Fashion Advisor of the BOOT AND 
SHOE RECORDER. The first of these work 
sheets, published in our issue of May 5, 
showed clearly the relationship between 
shoes and clothes which will be on sale at 
retail during June, July and August of this 
year. The work sheet in this issue carries 
forward into Fall. Typical costumes are 
illustrated; beside them are the types of 
shoes which properly complement the gown, 
frock or coat; and the text matter explains 
clearly just what will be worn for every 
possible occasion and what shoes should be 
sold to go with the costumes described. All 
in all, one of the most valuable pieces of 
work ever done by any business paper. 








general age-classifications of 
his customers. 

“Well, I do; and I’ll tell you 
why,” replies the counsellor. 
“You’ve brought me in here 
to increase your business. It 
makes no special difference 
that I happened to ask you 
because you would have 
waked up to its importance 
sooner or later, anyway, be- 
cause your present volume of 
business depends upon it and 
so does the very perpetuation 
of your business. 

“T’ve been out in the store 
for fifteen minutes to half- 
hour two or three times every 
afternoon and two mornings 
for the last three days, and 
about all I see for customers 
are people who seem to be 
from around fifty years of 
age to rickety old folks who 
can hardly get around. I’ve 
looked over the list of your 
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Table Showing Process of Development to Commercial Importance of Individual Consumer 
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PRODUCTIVE PERIOD 
20-40 Years 


FORMATIVE PERIOD 
1-20 Years 





CUMULATIVE PERIOD DECLINATIVE PERIOD 


40-60 Years 





—$___ 


60-80 Years 








Earnings Sustained 
and Increased 


Instructed 
Purchasing 





Social and Business 


First Earni d 
on Responsibility Developed 


Independent Purchasing 








Enjoyment Period 
(Trivial Expenditures) 


Courtship: Marriage 
Home Establishment 


Development of Store 
and Brand Preference 





Buying Limited to 
Personal Requirements 








Numerical Development 


Beginning of Family 


Age of Vanity 





Assumption of 
Responsibility for 
Dependents 





Setting of Speculative 
Standard of Living 








Development of Vanity 


First Indulgence in 
Luxury Units 





Demand for Variety 
and Activity 


Domination of Ambition 








Sporadic Periods of 
Earning 








Enlargement of 


Earning Activities 





Development of 


Personal Fortune 





Larger Burden of 


Dependents 


(Provision for Aged) 
(Education of Youth) 





Increase in 
Living Luxury 


Greater Demand 


for Quality 





Climax in Personal 
Needs and Wants 





Decreased Demand 


for Variety 





Provision for 
Age 





Demand for 


Material Security 





Conservation of 
Holdings 


Content With 
Perpetuation 


Decrease of 
Activity 





Loss of Vanity 





Release from Social 
and Economic Urge 





Release from 
Responsibility for 
Dependents 





Decrease in 
Personal Needs 
and Wants 
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class.” 


lenged. 


“That’s just the point,” 
“What we’ve got to do for this business is strengthen 
its appeal to people in the other age-classifications. 
You seem to have drifted into a position where you 
are catering to people who have, individually, less and 


charge accounts, and from what I know of the names 
they seem to indicate people of the same general age- 


“Sure. I guess you’re right,” interposed Mr. Rey- 
nolds. “That’s the general run of our trade and prac- 
tically all of those people have traded with us for 
years. We are not worried about our customers stick- 
ing to us; what we want is more customers,” he chal- 


agreed the counsellor. 





not child buying. This 


to you of people up to twenty years of age. I mean 
as their individual patronage is rated, not according 
to their capacity to consume the footwear you sell, be- 
cause for years this is a matter of parental buying— 
is the Formative Period. 
Along in the last quarter of this period these young- 
sters begin to take on a real commercial value. At 
first their buying is along the lines of instructed pur- 
chases. That is, they may be sent to you to buy a pair 
of shoe laces, bottle of shoe cleaner or something like 
that; and when they come to be fitted to shoes they 
buy, finally, what their elders tell them to. Very 
soon, however, they get to the point of their first earn- 
ings and their first independent purchasing. 


less value to you every year that you hold their 
patronage. You know, after people pass fifty, their 
actual needs lessen and their wants fade gradually 
until around sixty-five, and then their value to you 
slumps suddenly and so fast that they might almost dis- 
count them. 

“Right now you are probably thinking of several in- 
dividual cases that you are getting ready to quote to 
me to show me how wrong I am. All right; don’t. I 
wouldn’t be interested. Business is built and perpet- 
uated upon the law of averages; not upon the per- 
formance of exceptional customers, and so that you 
will see what I have in mind and so that you will see 
why your business is not increasing as fast as that 
of your competitor up the street, I want to show you 
something. 

“See this graph? Well, this is one of the most sig- 
nificant charts you will ever look at in connection with 
retail business. It makes no difference what you sell 
over the counter, this graph shows you the value of 
each age-classification of buyers and when you analyze 
it you’ll see what significance the patronage of the 
people in each of these age-classifications has. 

“Look at the first column. It indicates the value 
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“Right here is where 
store preference begins 
to show its value. If 
these kids as children 


1-20 yrsi 20-40 yrs 


Relative Buying Activity by Age Groups 
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at a lick. Your man on 
the floor will immediate- 
ly pat himself on the 


40-60 yrs 60-80 yrs back and conclude that 





he’s a pretty good man 





running errands for 
someone else or in com- 
pany with someone ‘else, 





were satisfied with the 
treatment they received 
from you, they will con- 
tinue their independent 
buying from you just as 
they did their instructed 
buying here. It is a big 
mistake for any mer- 
chant who wants to build 
for a bigger future business and a permanent busi- 
ness, to ever permit anybody in the sales department 
to serve child customers with anything but efficient 
kindness. An offended child or an embarrassed child 
seldom forgets and children develop with surprising 
rapidity into independent buyers. 

“During this period practically all purchases are 
limited to personal requirements. Few of these 
youngsters buy for anyone else, and not many more 
influence the buying of anyone else. The immediate 
patronage of the people in this age-group is, there- 
fore, only as important as their personal require- 
ments, but their patronage is especially worth win- 
ning because of its future value. Here, too, begins 
the age of vanity and the setting of the speculative 
standard of living, and the modesty or extravagance 
of dress, which the individual plans as the scheme of 
life to be followed as a personal proposition. 

“During the last few years in this division many 





purchases are made mentally that are not made phys- 
ically until years afterward. What I mean by that 


is this: Suppose a youth comes from a family of one- 
pair or two-pair people; that is, folks who have a pair 
for ‘best’ and a pair for ‘everyday.’ 

“This youth sees in your display formal dress foot- 
wear, street shoes in many colors, shades of color and 
combinations of color, and he also sees sport shoes in 
awide range. These possibilities for footwear variety 
make a big impression on him. Eventually, the day 
comes when he is financially able to indulge his de- 
sires, and he comes in here and buys six or eight pairs 


Baiting his hook 
for all ages 


—even worth a raise— 
but, pshaw! he didn’t sell 
those shoes. Those shoes 
were sold years ago and 
the customer’s taking of 
them is simply the physi- 
cal purchasing of the 
mental purchasing, 
which may have been 
years before. 

“During this period, 
too, we find the first indulgence in the purchase of 
luxury units. In your line it will probably be a pair 
or two for formal dress wear, or a pair or two of 
shoes for some special sport. The patronage of these 
youngsters is bound to be fitful because their earning 
capacity is neither stabilized nor established. If they 
earn the money they spend with you they spend it 
when they have it. If the money is given to them 
they are subject to the generosity of parents, etc., 
whose desire to give and whose capacity to give is 
subject to wide fluctuations. Such is the value of 
adolescence to the retailer—most of it lies in the 
promise of future business. 

“From observation I conclude that the atmosphere 
in your store is repellent to youth. If you will stand 
outside the door for a while and watch the arrival of 
people who come into the store, you will see that the 
kids either sit in the car and wait, or-ramble up and 
down out front until their seniors rejoin them. It is 
the same with people who walk here. Invariably the 
kids find something to do outside. It’s bad business 
to let these kids develop the habit of dodging this 
store. In two, five or ten years they’ll be buyers on 
their own account and they’ll keep right on dodging 
you. 

“You should get some younger salespeople who will 
have more patience with the little folks and who will 
treat them as friends—not as pests. You might well 
put in a toy or two out there in back to entertain 
them. In the men’s department you should jack the 
people up that are out there now, or get some new ones 
who won’t treat boys from fourteen to eighteen as 
smart alecks and nuisances. In the women’s depart- 
ment you want to get your people over the idea that 
short skirts and skeleton footwear aren’t perfectly 
O.K. An elderly saleswoman who is kind, gracious 
and interested in what the customer wants, is a most 
valuable asset. But, when they’re prim, precise and 
patronizingly tolerant, they become a liability. The 
younger women won’t trade where that atmosphere 
makes them feel unwelcome and uncomfortable. 

“Now look at this next group. Here’s an age-classi- 
fication of great immediate-business value and their 
patronage of your store is only casual. I am more 
concerned because of the lack of patronage which we 
have from members of this group than I am about 
anything else. This classification contains the enthus- 
iasts. Let a woman in this group get here ‘the darl- 
ingest shoes you ever saw’ and all her friends will 
soon know about it and be urged to buy here, too. 
Same with the men, only they are more restrained 
about what they say and how they say it—but, they’ll 
talk for you just the same—if they’re satisfied. 

“It is from members of this group that this store 
can get the largest volume of word-of-mouth adver- 





[TURN TO PAGE 79, PLEASE] 
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GEORGES M. CHAPPELLE 


under foot in her Twentieth Century footwear 

the hide of the serpent who tempted the first 
woman, and through her the first man, to fall, is still 
good. The hide of the serpent or the reptile has be- 
come no small factor in the fashioning of modern 
footwear, and those who a couple of years ago scoffed 
and asserted that the demand for reptile leathers would 
be a passing fad have remained to wonder and to buy 
them in ever-increasing quantities. You may argue 
the merits of the all-over reptile shoe against the rep- 
tile trimmed shoe, but the reptile is there just the same 
and has become as staple as any material of which 
modern shoes are made. 

Since this reptile thing has become staple it behooves 
all of us to know something about them, so that we 
may sell them intelligently. We present on these pages 
specimen pictures of the leading reptile leathers so 
that they may be easily identified by the uninitiated. In 
this day and age the shoe man must know his reptiles— 
hence this short course in zoology. 

It might be well to start with a bit of history. The 
man who has been mostly responsible for the reptile 
vogue is M. Georges M. Chapelle, a young Parisian, who 
at the end of the war found himself with a host of 


7. HAT old joke about modern woman trampling 





The Python, dis- 
tinguished by its 
scales and black 
and white mark- 
ings, as shown tn 
this picture 


The Watersnake, 
probably the best 
known of all the 
snake leathers, 
and one of the 
first to be mar- 
keted 
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French decorations for bravery won in the air and is 
the more mundane battlefields, but without a job. Tym mail 
first job that offered was in the office of an antiquar lizar 
in Paris—one of the many that dot the side streets (i ings. 
Paris—a dealer in Indian and Chinese antiques ag from 
curios. To his desk one day came an unusual inquiry furn: 
some one, somewhere, wanted reptile leather. Wit shar! 
the spirit to do or die born of his war training, youn™m ducec 
Chapelle set out to find it. In all Paris there were him skin 
a half dozen places. He also found—and this was fug™ Norw 
more important—that there was no regular busine tincti 
devoted to the tanning of reptile skins, and neither wa some’ 
there an established supply. wider 
The train of thought established by this fact movi of th 
onward. Chapelle began investigating. He was tig is th 
that reptile skins, beautiful as they are, could not Mm Ab 


tanned. “Why not?” he asked, and there was no cor 
clusive answer. He decided that it could be done. 
Accordingly he set out to India to corrall a supply ( 
reptile skins on which to experiment. Months in th 
hot climate of India, together with his war-weakene 
condition, almost put on end to his career. He pe 
sisted, however, got the natives to trap and kil! snake 
for him, and after several months started back ! 
France with a supply of lizards, water snakes, cobré 
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Cobra, also 8 
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Python, scaly and 
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and pythons. When he went to purchase his passage 
pack to France the steamship officials took one look at 
him and informed him gently, sadly, but firmly, that if 
he took passage he would have to bring along his own 
coffin. The coffin became a part of his baggage, along 
with the snake skins. 

Back in France, he continued his search for a process 
to tan the reptile skins in a way that would preserve 
their softness and the natural beauty of their grains. 
This search finally led to Switzerland and Dr. A. Phis- 
ter, a young chemist working in Berne. Together they 
solved the problem and the establishment of the Com- 
pagnie Alpina, S. A., with tanneries at Berne was the 
yesult. Since 1924 the Alpina tanneries have turned 
out more than 3,500,000 reptile skins, chiefly snakes 
and lizards. Now other companies are entering the 
field and the search for new reptile skins and new proc- 
esses of tanning continue. 

Two of the most recent additions to the line of reptile 
or fish leathers—the seas as well as the jungles are now 
being invaded—are Sea Leopard, the skin of a fish found 
off the coast of Norway, and more recently the Boroso 
shark, found off the Abyssinian coast in Africa and just 
introduced to this country. 

Now for identifying the skins. Python, cobra and 
boa are scaly, with black and white markings. The 
pythons and cobras come from India, mainly. The 
water snake, whose skin is smooth and beautifully 


shark. The Sea Leopard, intro- 
duced about a year ago, is the 
skin of a fish caught off the 
Norwegian coast. Its dis- 
tinctive odor mitigates 
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consumption. The ostrich, among 
the bird family, is already sup- 
plying leather that goes into foot- 
wear, as well as into hand bags 
and other leather goods. Experi- 
ments have been made in France 
in tanning chicken skins, with 
fair success. The use of 
shark and porpoise skins 

in leather goods is well 

known. Shark has 

never made great 

inroads into the 

shoe business, ex- 

cept in children’s 

shoes. 


The latest fish 
leather—the Ab- 
yssinian Boroso 
Shark — distin- 
guished by its 
fine even grain 


Sea Leopard, 
known by its 
tawny color and 
the darker spot 
markings — also 
by its odor 


marked, comes mostly from Java, Batavia, It is in the 

Borneo, Siam and the Straits Settlements. reptile and fish 

The habitat of the boa, another scaly snake, families, how- 

ir ando is South America. Lizards originate Galuchat, the ever, that we find 

job. Tam mainly in India and Java. The Java Chinese _ shark, the novel colorings 

: i s are finer and have ring mark- known by its S 

antiquaygm lizards are : - tet tak and pattern effects that 

streets (ME ings. The alligators come chiefly won ee hi h lend themselves so well 
aa al dia. The seas around China ne Senn, Woes 7 : tp 

iques aig from India. ; hi are extremely to use in the manufacture 

inquiry furnish the Galuchat, or Chinese hard of modern shoes. The chief 


value of these materials lies, 

not in their wearing qualities, 

but in their texture and coloring, 
although some of the reptile skins, 
notably lizard and alligator, are re- 


somewhat against its 
wider use. The newest 
of the fish leathers 

is the Boraso, or 


The well known 
Alligator, whose 
markings are dis- 
tinguishable to al- 
most everybody 


sither wa f 
_— markably tough and long-wearing. 


Although accurate figures are not 


act mova » ~“< * ° 
available, it is safe to estimate that Amer- 
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its 
little light col- 
ored rings 


ian shark, 

caught off the 
African coast. It 

has a very fine 
grain and takes a 
beautiful jet black dye. 


ica, in the last three years, has imported 

close to 3,000,000 reptile skins. The Customs 
department does not keep accurate figures of 
imports of genuine reptile skins, but lumps them 

with the “all other leather” classification, aside 
from kid and calf. Beginning with May, however, 
an effort is being made to classify reptile skins sepa- 
rately, in order to obtain more accurate information 
concerning the volume of imports of this important 
class of leather. It is likewise impossible to estimate 
the number of reptile shoes that have been made and 
sold in the last three years, since reptile leathers 
reached a vogue. Because of the widespread use of 
reptile leathers as trimmings, only the most meager 
information on this subject is available. It is not at all 
overshooting the mark, however, to say that at least 
one-fifth of the women’s shoes produced in the last two 
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uch dar ard, distinguished even bird will find its way to have carried some trimming, mayhap only a strap or a 
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by its uniform 
and dia- 
mond markings 


the tan-yard next to have its 
hide made into leather for shoe 


bit of throat decoration, made of the skin of a snake, 
lizard or other reptile or fish. 

































































and had a heart-to-heart talk with his friend, the 












but both knew that the size stamped in a shoe must 


marked space within that shoe. A shoe marked 
514 A that was actually a 6 AA, or a 5 B, had a 


mean a definite bulk of foot to fit in a definitely © 


bootleg sizes and patterns won’t sell. 


“willing” shoe buyer from a neighboring city. nl fe 
Both were willing enough to patronize an infant weil? 

: “gf: he : . ° e ee 95 eek S 
business if it was anywhere near in approximating Serving Common People month 

standards of good shoemaking and good materials, Wi 1) 


ANY subscribers have extended theif 

thanks to R. L. Prather for his interest in 
“the common people, and especially the sma!! tow! 
merchant.” 
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misplacement of the wood, and when it came ty 
In Merchant Service Since 1882 shoe fitting on the floor, the clerk was “out of luck” is 
BOOT Ol SHOE if he followed the size markings. The patterns | ck 
were smart enough, but they were graded fo, sh 
R E R double service—and there were two or three other ca 
little tricks of trade that made possible that gre ca 
O al? Peek reduction in price. th 
If that sort of buying, which is done withoyt loc 
ARTHUR D. ANDERSON, Editor knowledge of the factory or of its methods of man. ole 
Owen A. THOMAS Heten M. HANEY ufacture, continues, because of buyer’s careless. the 
Harry F. BAKER _ E. O. Ray ness, or the buyer’s keenness for a price, then g sti 
7 4 —. gees nag great injury is being done to what might be termed 
MADAME HAMILTON Jerrnues, Style Advisor “legitimate shoemaking.” ma 
It takes a coordinated system of lasts and patterns the 
iscieisniie: Weataliaels iit Site: Coteus to produce good selling sizes. No shoe is a good shoe sho 
me... boven nape Seen ©. 2. a unless it fits. Fit comes first. No pattern is a good wil 
prac sa cence pattern unless it is one that takes into consideration 7 
239 West 39TH Street, New York City the stresses and strains of the human foot in walking, sen: 
BRANCH OFFICES Freak designing of overlaid straps, made up in a hurry disi 
189 W. Madison St. 1027' Locust St. 239 NW. sone St. and without proper testing, is going to develop some are 
$01 First Nat. Bank Bldg. 70 Exchange St. 2148 12th St nightmares of store stock for the carless shoe buyer, § Will 
COPD There is no short cut (in price) in modern shoe- mos 
making. It isn’t possible in this day of general ever 
A yy) ; factory efficiencies to get a $2 edge on a broad line T: 
Geiting. ore Shoes Sold Rig ht of shoes. Here and there, because of a fortunate MB reco 
purchase of leather, some little advantage can be MM Pair: 
. obtained. The bootleg factory that tries to juggle ‘al: 
‘* Boot-Legging” Shoes sizes, and to use those little tricks of skinning af in 0 
RE we coming into a new period of shoemak- shoe in invisible places should be eliminated right J shoe, 
ing where clever tricks are of more interest — ~<a 
than practical shoemaking? At the New York style Test the shoes that you get to see that the sizes J Spicu 
show last week one prominent buyer made the re- graduate properly. Test eyery pattern for its fit-abil.j sence 
mark to another, “I have found three little ity. Test every shoe for its proportions, for often- Ar 
sources for high-style shoes at $2 a pair under the me Se ee Sener on a Sie @ Genetecclty ae SES 
prevailing market.” The second buyer was a bit Coe = shoe . , a 
dubious, so the two went upstairs to an unofficial There is new need for 4 technical skill in shoe Wear 
room where the “booties” samples were pulled out buying as well as shoe designing and manufacture "0d < 
from under the dresser, and on first inspection if it is true that shoes “ $10 ane up Won 
Shae’ ial Whed dou deiekey enpeitenilly wear are more saleable in proportion to the totd at ret 
The second buyer, however, before he would al- figures of two years ago. These better priced matte 
low the order to be written, resolved to do a little shoes have got to be right. There is no magi gf ' Pu 
more investigating. He went to the small factory method of jumping sizes and getting the same fi- jf sake 
and was quick to acknowledge that some saving ting values. ‘ ? : pe: at 
could be made in overhead, as the floor space used eae p “y el all this eupertimentation on the part ¢ Pay 
was small, and the equipment exceedingly compact. buy ors with untried ee of supply is that it pe — 
But when this buyer made a more careful inspec- altars regular shee factories. What is going to hap — 
tion he found that the little factory had tried the ae me wag rend vanes wre pageant th = 
trick of juggling patterns and lasts, so that over these legitimate factories” are not able to continue’ fe = 
three pieces of wood “all sizes AAA to C’s” could waet ted a Wea Be to Reve apeh experienced «tS 
be built. That was enough for him. He came back ganizations pass out of the picture, while some buyers 4nd 
go through the process of learning to their sorrow that of com 
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His article, “Will It Sell Shoes,” in the April 21 
issue, evidently registered with hundreds of mer- 
chants. Fritz Knuth of Holstein, Iowa, says, “The 
shoe business needs to come down to earth. Ameri- 
can shoe manufacturing leads the world, and we 
can be proud of that, but there must be a limit to 
this style business. A line of rubber goods today 
jooks more like a millinery stock than like the good 
old serviceable and profitable arctics. Let’s stay on 
the ground with the common people. They are 
still in the majority.” 

Another merchant says: “Women look at so 
many pictures of flossy shoes that it has come to 
the point that every single woman wants a pair of 
shoes that nobody else has. If this keeps on we 
will have to all go into the single pair business.” 

There is today a very positive need for common 
sense in shoe designing, as well as shoe merchan- 
dising. If the showings of shoes in the last week 
are any index of the types of shoes that merchants 
will want next fall, then we are stepping into the 
most trimmed shoe period that the industry has 
ever known. 

Take the style runway as a partial index and 
record the fact that scarcely three shoes out of 200 
pairs shown there were plain, all-over one mate- 
rial shoe. In an inspection of about 8000 samples 
in one hotel, the plain patent, or straight leather 
shoe, outside of the 
pump family, was con- 
spicuous by its ab- 
sence. 

Are we in another 
one of those periods of 
over-designed foot- 
wear? Does such a pe- 
riod always come after 
a season of little selling 
at retail? It may bea 
matter of style interest 
to put little patches of 
snake and touches of 
color and expensive ma- 
terials on to the new 
shoes to make them in- 
teresting to the buyer 
so that he can interest 
the public through the 
eye. There is a great 
and substantial group 
of common people who 
must look at footwear, 
nt for a day or a 
week’s wear, but for 
months or a_ season. 
Will over-trimmed 
shoes look good. in their 
tyes—for long? It is 
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without the RECORDER.” 
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The ‘Reason Why 


THE S. & M. BOOTERY 
Franklin, Pa. 


We have just opened a new shoe store at Franklin 
and we find that we cannot get along without the 
Boot AND SHOE RECORDER. 
very kindly to start sending it to us at once. 

Very truly yours, 
H. J. McCAFFERTY. 


It’s mighty gratifying to receive so many letters 
from shoe buyers saying, “We cannot get along 


We are doing everything in our power to make of 
the REecorveR better from issue to issue. 

That’s one reason why so many merchants are 
reading the RECORDER exclusively. 

They agree with Mr. McCafferty that they “can- 
not get along without the REcorpER.” 


Fore. Ex A 
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the edges of daytime shoes in gold and silver 
for some bridge party women to wear, but there 
is a vast majority whose daily interests are in 
their work and their home, and who would ap- 
preciate good and honest styling for lasting merit. 
In theory that may be wrong—but in practice it is 
common sense. 

Too many patterns are being picked for a fall 
season that indicate a feverish desire to use up lit- 
tle scraps for overlays and fancy designs. Remem- 
ber how impossible it.is for a little merchant to 
carry thirty-six pair of fancy designed shoes when 
each woman in that little town wants to be differ- 
ent. If the designing of shoes now for the fall 
season continues on its tricky way, a merchant 
would almost be justified in selecting one-twelfth 
of a dozen pairs of each number. Some factories 
are going out with the longest lines that they have 
had in years, all due to the excitement of trimming 
shoes in the modern manner. It is time to keep 
feet on the ground—a shoe picked in the hand may 
be a tricky delight—but take a look at it “on the 
ground” and from the viewpoint of the common 
people’s interest in it. 

* * * 


They ask for bread and you give them cake. No 
wonder the public is indifferent to shoes. No won- 
der high priced shoes 
are slaughtered in mid- 
season. And still the 
shoe trade goes blindly 
on in its pursuit of the 
will-o’-the-wisp of style, 
fashion, color and jazz. 
Millions of people are 
searching stores for 
modest, dignified, tail- 
or-made shoes. Millions 


are seeking for staple 
styles and conservative 


lasts. What are they 
offered? Take a look at 


a the “new stuff.” 
ok a po 


=f. 








We would thank you 


The man who goes to 
a convention in search 
“entertainment” is 
not a profitable person 
to any branch of the 
shoe industry. He might 
better stay at home for 
all the good he does. He 
buys nothing. He gives 
out nothing of value to 
his fellow merchants. 
He is like the butterfly 
that hovers over a gar- 
den of flowers. 


President 











all well enough to pipe 
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RECENT 
showing of a 
hat, a bag and a 


pair of shoes, at Macy’s, 

New York, was duly noted by 

“an official observer” of the RE- 
CORDER, and a subsequent visit to 
one of the Macy merchandising men 
disclosed the fact that it was a profitable 

procedure for this store. This started a cross-coun- 
try investigation of the unit display method of mer- 
chandising with the result that the following ideas 
were gleaned from buyers: 

“You can increase the sales of your shoes by as 
many times as you feature them in unit displays,” 
said John Brefeilh, retail shoe merchant of 510 Texas 
Street, Shreveport, La., who has been showing hats, 
bags and shoes in his windows for four years or 
more. 

Mr. Brefeilh originally sold women’s shoes only, 
but he had a lonesome-looking balcony at the back 
of his store which had always bothered him. And 
so one day, after much serious thought, he decided 
that it needed the feminine touch. He therefore 
called in his wife, who soon converted the hitherto un- 
interesting and unprofitable balcony space into an at- 
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Even If Accessories Are Not In Stock 
Their Display Will Help 


Move Footwear 





Striking shoe, bag and hat display in the window of R..H. Macy & Co., New York City 
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Selling Shoes by Showing 
Flats and Bags 


tractive and profit- 

able millinery parlor, 

Mr. Brefeilh displayed 

a hat in his window beside 

a pair of shoes and added a 
bag to match the shoes. Soon 
inquiries for “‘a bag just like the one 

in the window, to match my new 
shoes,” began, and a line of bags was 


added. Good results were almost immediately ob- 
tained. 

“The logical place to sell women’s handbags is in 
the shoe store,” says Seymour Sycle, proprietor of a 


woman’s high grade shoe store in Richmond, Va. “I 
would put in women’s hats, too, if I had a place for 
them. With handbags shown beside shoes in a shoe 
store window, I can sell two out of every ten custom- 
ers on handbags at the same time that I sell shoes.” 

Mr. Sycle sells handbags from $3 to $8; holiday 
goods sell readily as high as $30. He has eighteen 
display cases in which shoes and bags are displayed 
together in unit displays. 

The front of his store has about 20 ft. of show case 
space entirely devoted to a display of bags. 

Mr. Sycle further advises—“The way to sell bags 
and shoes together is to make them match. Get the 
[TURN TO PAGE 80, PLEASE] 
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HE fall season, from the present viewpoint, 
offers more definite assurance of the salability 
of four divisions in feminine footwear than 
has been the case for years. The trend towards 
smart, tailored oxfords; the use of stream-line 
pumps and pump effects; the placement of straps 
as part of the adjustment; and the use of gore con- 
trol, indicate four major divisions that can be made 
profitably stylish next fall. 

















Wine colored 
suede, with a mot- 
tled snake at the 
throat, indicates the 
span of style inter- 
est in materials. 
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Oxfords for y, Tailored Garb 


ous item of dress, not only in the tweeds and the fancy weaves, but also in the 
broadcloths. This undoubtedly indicates a place for tailored types of walk 
ing shoes. 

The Southern tie that has been a classic for several seasons has suddenly swept 
into style importance. Some new and beautiful lines have been created that swee 
the heavy Southern tie out of first position. The new effect has been oltained 
by lighter weight suedes and upper materials, together with piping. 

Every seam and line on this shoe is piped with gold, and this little definition t 
the sides of the shoe makes conspicuous its patterning. For the same reason that 
an artist puts a border line around his drawing, so the new use of piping on smari 
shoes indicates that the design is important enough to have attention called to it by 
this piping outline. 

Low heels for walking and general use are coming in. New heels, Spanish, the 
baby Louis, the all leather cuban, and heels that indicate greater thought to walk- 
ing surface, will be styleful for fall. 

For general wear the outstanding feature for fall will be oxford effects. Thes 
new oxfords take a variety of cut-out fronts and the use of overlays and fanc\ 
patches of material is well expressed in the new shoes. 

Shoes in this division range in heel heights from 10/8 to 15/8, with 14° 
predominating. The heel harmonizes with the rest of the shoe in line and design 
otherwise it is out of the picture. Kid and calf run first in this division, becaux 
of the great number of natural foot shaped shoes, but suedes come strong, 10" 
lowed by black patent and reptile trims. 

In trims, blacks lead, but the brown family shows darker tones in kids, running 
to medium and lighter tones in calfskins. This same classification takes in 1a! 
sport shoes, which reveal opportunities for the use of fancy trimmings. 


BS gompioaps into fall the tailor made costume stands out as the most conspicu- 
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NEW field of design has been opened by clever strap lines for fall. 


Straps 


When a black patent leather shoe can emphasize its smartness by a 

contrasting snake strap, it gives to shoes new talking points. In a season 
of trimmed shoes straps have a greater function—not only of adjustment, but of 
attractive design. Straps that lead out of side designs, and those that fold back, 
carry the eye into the pattern and add to its salability. 

The fall season will be a bigger season on harness buckle adjustments. Little 
trim buckles on straps are very styleful. Many gore control straps will appear 
this fall, wherein the goring is beneath a buckle, or fancy leather design on the 
strap. 

When new and untried strap lines are designed, the thing to watch is the stress 
and strain on the pattern in walking. Some of the worst mistakes that have been 
made in shoe designing have been those that overlook the natural pulls of the foot 
in walking, or have had straps too short for the designed front. The use of T 
straps continues, particularly in afternoon footwear. 

Strap effects were given first position in women’s dress and informal wear for 
fall. The tendency of lasts is toward the narrower toe, except for the younger 
set. The type of the heel is determined by the character of the shoe. 

The outstanding material for fall in dress and informal wear will be patent in 
numbers of pairs sold. For general footwear, suedes will run a close second, and 
reptile trims will come third, to be followed by kid, calf and fabrics. Black is 
always the dominant color, but the forward movement of the darker shades of 
brown indicates a great color fight ahead. 

There is a possibility of gunmetal and steel tones for distinctive footwear. Blue 
was so prominently displayed at the New York style show, and is so conspicuous 
in dress materials, that it is bound to be reflected in shoes. 
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Asymmetric design on 
shoes steps away from 
the freakish and now 
becomes part of the 
strap design. 
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New Beauty to “Pamps 


No Woman's Shoe Wardrobe is Complete 
Without Fall Pumps 


HE merchant, as the selector of shoes for his community, now thinks ir 
terms of walking shoes, sport shoes, afternoon shoes and evening shoes 
By far the most important classification is that of afternoon shoes. 

We reveal one keynote pump in blue satin, with luster silvery blue leather collar 
There are two reasons for emphasis on this shoe; one is the new tolerance for 
blue as a color which has come into the shoe world, and we now announce that 
blue is here permanently as one of the fixed colors in shoes. The other point is 
the tremendous development of collars and border lines in footwear. So many 
shoes have side panels with borders in contrasting color. 

The idea of piping shoes with silver and gold for daytime wear seems out oi 
place, but strange to relate, the actual shoes on inspection are made more attrac- 
tive by such piping. 

The public’s acceptance of pretty shoes in all materials from snake through t 
fabric is one of the outstanding reasons for assurance of a good shoe season ahead 
for fall. When the run is entirely on one material, then it is natural for it t 
appreciate its price. If the demand can be diversified, then there is an efficienci 
and economy in shoe making. 

No one outstanding shoe, or type of shoe, commands national interest. One 0! 
the amazing observations of the New York style show was the fact that n 
radically new style, or trend of style, was discovered among ten thousand patterns 
and models. Therefore, expect that any good pattern, or model, on the right last 
will be salable, if properly blended in color, and adequately sized. 

With trimmings of supreme importance there is every reason to expect a mor 
active selling season. All stocks divide themselves into four parts—genera! wea' 
(including orthopedic), street and sports wear, afternoon wear and evening wear 
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iN 
laborateness Fall ootwvear 


Especial Interest in Expensive Materials 


for Evening Wear 


CT” HERE is no limit to the search for beautiful materials for evening foot- 
wear. The selection of an antique tapestry out of which several dozens 
of beautiful and original shoes might be made, is only one step farther 

along from the use of beautiful brocades, gold and silver printed leathers, and 

embossed effects. 


One new leather has actual little discs of metal, less than one sixty-fourth of 
an inch in diameter thrown in spangles all over the leather and fastened down 
by two or more coats of enamel. 


Search is being made in all corners of the globe for new material for footwear. 
Meanwhile, patterns favor the front strap, the front yoke, and the more elabor- 
ately designed front effects. It is natural for evening wear to be elaborate wear. 


The smartest thing for the younger set wearing one colored flowing silk dresses 
is to have satin or brocade slippers tinted to match. If an exact match is not 
made, a retinting develops a shade two tones darker that blends well with the dress. 


In evening slippers straps, including sandals, lead all else, followed by pumps, 
plain and trimmed. The materials are colored silk and boullion brocades, plain and 
with silver and gold kid trimming, followed by silver and gold kid all-over shoes, 
and for the more conservative, black and colored satin. Opalescent leathers are par- 
ticularly good for trimmings, and look for more novelty leathers and fabrics to 
complement the elaborateness of evening wear. 
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Shoes for Fall Should Include 
Plain and Doggy ‘Types 


As a rule, the narrower the toe the simpler the 
decoration. Here is the custom last, a big city 
style, with invisible eyelets, no pinking and 
small perforations. Double stitching parallel 
with the eyelet row completes the ornamenta- 
tion. High grade custom type shoes carry the 
full leather heel. Medium grades are 50/50 
leather and rubber. In black or in browns 
with no reddish cast. 


Mani 
Even more refined in ornamentation is the loon 
French toed model shown here, also designed resur 
for sale mostly in the larger cities or in smaller fall s 
places where the metropolitan influence is dema 
strong. Practically no decoration other than eratic 
the perforated and stitched toe cap and wheel- will 
ing on the sole edge and heel seat. Looks its lower 
best in black but will be found, also, in tan 

and autumn brown colors. 


As the toe becomes broader, ornamentation of 
a doggier nature begins to assert itself. This 
model is the familiar and always acceptable 
round toe with a graceful swing to the outside 
of the last. Here the toe cap is not only per- 
forated but pinked as well. The vamp line 
may be pinked also if it seems desirable to add 
still more of the collegiate atmosphere. Vis- 
ible eyelets are not taboo. 
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Balloon Zypes Staging Come-Back; 


Also the Wing Tip 


Grain leathers come into their own again in 
men’s shoes for fall—mostly, however, on the 
broader toed types, although they will be 
found also on the round and medium round 
toed lasts. The grain leathers call for a 
slightly heavier sole than do the smooth calfs 
and they look their best in conjunction with 
pinking, perforating and multiple stitching 
effects 


Manufacturers who last season put their bal- 
loon lasts into the junk heap are now hastily 
resurrecting them and using them in their 
fall sample lines. They have sensed a renewed 
demand for this last among the younger gen- 
eration of so-called snappy dressers. This last 
will find its real volume in the medium and 
lower grades and can be tricked out with all 
manner of decorations. 


The surprise of the season is the quick come- 
back of the wing tip in every grade. And with 
the 1928 wing tip goes a degree of perforating 
and pinking seldom before seen except in the 
volume grades. Not only do pinking and per- 
forating appear on the wing tip, but on vamp- 
and quarter foxing and even in a row parallel 
with the eyelet row. This pattern will be 
found on practically all lasts. 
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An Extra P air Opportunity 


Between Labor Day With Its New Felt Hat 
and Real Winter, Comes a Time When 
Medium Heavy Shoes Can Be Sold 









ET it be thoroughly understood in this brief discussion of men’s styles, thar 
the shoes selected are not designed so much for the wet, snowy days of early 

winter as they are for late fall. They are to the summer-weight shoe, 
what the new felt hat is to the straw around about Labor Day. Shoes even heavier 
in appearance, many of them with the familiar reversed welt, will sell after 
November first throughout the country. 











This medium weight footwear is enough heavier than the summer-weight to 
show a marked difference in appearance. If bought and pushed properly, it will 
help to create an extra season sandwiched between late summer and early winter. 
In other words, it is an extra pair proposition, with the still heavier types to fall 
back on when the weather becomes bad in earnest. 











Another extra pair opportunity which many merchants are considering is the 
addition to their medium grade stock of a high grade, hand-welted shoe to sell 
for 30 to 50 per cent more than they have been in the habit of getting for their 
shoes. These should not be bought in large quantities and should be confined 
solely to the best selling sizes. It has been tried with good success in several 
parts of the country. 












This fall the black bugaboo is apt to rear its head again. Neither merchants nor 
manufacturers want it. It means the sale of too few pairs. Salesmen now on 
the road with their fall lines are advising merchants that it will be to their advan- 
tage to preach 50/50 black and brown to their customers, not with the idea that 
they can get away with it literally but that, by preaching this doctrine, they can 
probably hold it to about 60 per cent black and 40 per cent tan and brown. An 
all black fall would be one of limited pairage. 

















One trend militating against the sale of too many blacks is the growing demand 
for more and more “dog”’ in the volume lines. Here decoration runs riot and looks 
its best on the tan shoe. Pattern houses tell of strenuous attempts to find more 
parts of the shoe which can be pinked, perforated and multiple-stitched. |<yelet 
companies tell of the enormous increases in orders for visible eyelets of all shapes, 
colors and designs. And it may be noted that, on these types, the use of the soft 
toe box is increasing. 
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A typical line-up of American toes, from the balloon to the extreme pointei—on 
these a complete fall business can be anticipated. 
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EF ASHION’S WorRK SHEET 


Lo Help Sell Fall Shoes 


re 


1A1l—Light welt 
oxford types 


Tre. 
1A2—Broad one- 


straps with tailored 
buckles 


1A3—Step-ins with 
gore adjustment 








2A1—Pumps with 
modernistic buckles 


2A2—Step-ins with 
side goring 


2A3—High riding 
Java saddle models 


WHEN SHE WEARS CAPE ENSEMBLES 

Rough tweeds, reps and whipcord fabrics will 
be used in the cape ensembles. Tight shoulders 
of the raglan type and belted waist lines will be 
features. There will be seen brown and gray 
novelties in flecked, nubbed, chevron and crows 
foot weaves. Tailored felt hats will be on vaga- 
bond lines. 

Shoe Suggestions 

Brown, black and gunmetal calf, reptiles, 
suedes. Three to six-eyelet oxfords, broad one- 
straps with tailored buckles, step-ins with gore. 


WHEN SHE WEARS TWO-PIECE SUITS 

Short coated models will be very smart in 
tailored types, the wrap-around skirt being fea- 
tured. Plain rep, hairline stripes and novelty 
weaves will all register. With this costume gu 
fox furs, felt hats and tailored blouse. The good 
colors will be black, brown, blue green, wine and 
grape tones. 

Shoe Suggestions 

Black patent and calf, snake, lizard, alligator, 
suéde and gunmetal. Pumps with modernistic 
buckles; gored step-ins; pumps with high riding 
Java saddle. 





3A1—Ozford types in 
all leathers 


3A42—Banded and 
trimmed pumps 


ON) 


3A3—One-straps in 
tailored effects 


WHEN SHE WEARS DAYTIME COATS 
Broadcloth, velour and kashmir in tailored, 
straight line motifs or conservative flare types. 
Black, brown, copper tones, wine and grape 
shades—also a range of green and blue. Short 
haired furs are in keeping. Krimmer and caracul 
numbers are important. 


‘Shoe Suggestions 
All leathers in oxfords, in banded and trimmed 
pumps and one straps with tailored motifs. 
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1B1—Pumps in con- 
bination patterns 
patterns 





1B2—Three-eyelet 
oxford effects 


1B3—Low heel 
straps in combina- 
tion or all-over 


FASHION’S WorRK SHEET 
To Help Sell Fall Shoes | 


WHEN SHE WEARS BUSINESS FROCK 

Woolens, wool georgettes, angoras, knitted types 
and kasha in one and two-piece effects with femi- 
nine waistline and smart belts. Colors will be 
blue, green, wine, grape tones and tweeds in 
flecked weaves. 

Shoe Suggestions 

Pumps, oxfords and one-straps in black patent 
with reptile; in kid or calf and suede combina- 
tions; and in all-over patent. 



































2Bi—One straps. 
reptile good 





2B2—Fancy trimmed 
oxford types 


2B3—Light appear- 
ing peel oxfords 





WHEN SHE WEARS TAILORED DAY-TIME FROCKS 

Smart tweeds and checked wools are impor- 
tant. Pebble and rough crépes, also heavy satins, 
in unlined coat effects with tuckings and pipings. 
Also velveteens and velvets. Blues, greens, beige 
and toast shades; wine and grape tones and mix- 
tures. 

Shoe Suggestions 

One-straps; two or three-eyelets, trimmed oux- 
fords; light appearing peel oxfords. Reptiles 
and kid, patent, suede and fabrics. 








3B1—Flat sole 
sports oxford 





3B2—Fancy oxford 
tie types 


3B3—Pumps on 
Colonial lines 


WHEN SHE WEARS Sport Tocs 

Togs for sports wear are very smart. Odd 
weaves, vivid color notes and sweater types are 
outstanding. Purples, yellows, deep blues and 
black and white or even three tones of greens and 
reds. 

Shoe Suggestions 

Perforated oxford type in gristle and crépe 
sole effects; peel oxfords; very tailored one- 
straps. In all-over calf, buck, reptile and alli- 
gator. 


a 
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FASHION’S WorRK SHEET 





To Help Sell Fall Shoes 


fi 


1C1—Airy strap 
patterns 


/ 


1C2—Pumps with 
throat ornament 


V 


1C3—Step-ins in 
combinations 


WHEN SHE WEARS BRIDGE FROCKS 
Metallic effects will predominate in afternoon 
frocks, also velvets, figured and plain. Chiffons, 
crépes, satins and reps in silk weaves will be 
good. Silhouettes will show front and side drapes 
in soft feminine lines. 


Shoe Suggestions 
Airy straps, pumps and step-ins with suede and 
kid foremost; also reptiles, fabrics and novelties. 





fe 


2C1—Straps with 
center buckle 


fe 


2C2—Straps with 
side buckle 


/ 


2C3—Step-ins with 
good lines 


WHEN SHE WEARS TEA FROCKS 

Plain and printed chiffon and velvet combina- 
tions will be smart. Ruffles, draped stylings and 
the bell silhouette will be in evidence. The all 
black frock is very important. Wine and green 
are mentioned, also beige and tones of blue and 
red. 

Shoe Suggestions 

One-straps with center buckle; same with side 
buckle; step-ins. Black suede, satin and moire; 
blue kid with overlays; velvets and other novel- 
ties. 














W 


3C1—Colorful step- 
in effects 


3C2—Liberal use of 
buckles 


3C3—Pumps with 
overlay effects 


VELVETS AND STIFFER SILKS 

Velvets in volume are heralded. Metallic tra- 
cery dots and small figures are shown. Black 
with color ; blue with contrasting blue; and copper 
overlays on pattern figures; also wines, reds, 
greens and blues with eggshell tones for exclusive 
wear. 

‘Shoe Suggestions 

Colorful step-ins; buckle effects and fabric with 

seamings and pipings. 
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New Shoe Salon of the Joseph Ho 
r | 7 O O 
" 
Than ustomers 
tisin; 
HE Joseph Horne Company of Pittsburgh re- beige kid slippers with stockings to match, a distinct publi 
cently opened a new shoe salon to which 1706 _ style note as every pair was a gift of the store. busin 
customers came on the opening day, a Satur- At the front of the department those who came this 
day. Of the new department a famous Englishman, to view the Salon, found as they stepped from the for n 
a world traveler, said to Paul L. Holmes, shoe buyer elevators a neatly concentrated section carrying has e 
for the Joseph Horne Com- buckles, bags, hosiery, make 
pany, “It is the finest I @~ G > 7 findings and other foot- do, b 
have ever seen anywhere Vv wear accessories. Behind creat 
in the world.” the trim cases and coun- “TI 
The salon was laid out They Want to K now ters showing these they are ir 
after the foremost shops Merchants ask us where to buy shoes and found a spacious Shoe ly all 
of this country and of other store merchandise. In this space we Salon bordered with an at- 
Europe had been surveyed list the following typical inquiries: tractive line of illuminated ——e - 
and their best points com- : show cases displaying the 
bined to make an atmos- H-1181 Wants aviators’ boots. latest creations, the entire 
? H-1182 Wants men’s tan and black work mocca- ‘ ye 
phere for shoe selling sins, also ventilated moccasin stitchdowns, floor carpeted in_ thick 
which has three outstand- both with crepe soles. green plush of a pale hue 
ing points; artistic setting H-1183 Wants ladies’ medium priced riding boots. which contrasted well . 
and appointments; an air H-1184 Wants samples of heavy box cloth in range with the appointments and 
: . of colors, for export to Shanghai, China. ; e 
of lavish comfort highly H-1185 Wants women’s bedroom slippers retailing which was bordered in 
conducive to buying and $1 to $1.50. black. 
liberal expenditure, and H-1186 Wants women’s patent leather boots for Twelve tables of walnut 
commercial utility under- 11187 — drum corps uniform. were seen arranged artis- 
lvi Seine and : ants men’s novelty shoes retailing up to ticall it eater viere 4 
ying every , ally as the 
piece in service. H-1188 Wants women’s riding boots. of clusters consisting of 
The interest-compelling H-1189 Wants men’s white canvas shoes, leather four period chairs done in ) 
and artistic advertise- 1.1190 oo * on os ae orchid, taupe, rose and 
ments with which the oxfords costing $1.85. green and the ensemble 
store had heralded the in- H-1191 Wants men’s white canvas McKay high thus created topped off f 
novation has given cause shoes from stock. with a proper table lamp A 
to expect something out of ae — child’s ye ge rs kid one strap. and two conveniently A 
the ordinary, but the de- - ants men’s cheap white canvas oxfords. placed one-piece walnut ) 
partment went far beyond Interested parties may have names on fitting stools. Groups con- N 
that. Each sales girl, at- request to Information Department, Boot sisting of a settee and one N 
tired in the conventional and Shoe Recorder, 207 South St., Boston, or two chairs along with a N 
black of the Horne Store, Mass. small marble topped end G 
wore a pair of honey ¢g AS «0 table done in filigree work 
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with legs of gold and other interesting combinations 
relieved the formality of a studied effect. 

Full length mirrors alternated with walnut panels 
on opposite sides of the pillars and around these, too, 
chairs were arranged. Along the back of the solon 
the carved walnut paneling of which was broken by 
entrances to the Boudoir Room and the Evening Slip- 
per Room through the latter of which the ballroom 
floor could be seen shining under the indirect light- 
ing, were some ten unusual display cases of etched 
glass which showed the newest in footwear against a 
frosted background of peacocks and other designs, 
glimpses of the attractive interiors of the two special 
rooms sparkling through the cases. High-backed 
chairs of the Louis XIV period flanked each of these 
unique cases. 


Why 


not 


BOOT AND SHOE RECORDER 79 


Inside the Boudoir Room, which was done in cream 
walls and silver leaf trim, which can be seen to re- 
flect the indirect lighting in a charming way from 
the photograph of the Evening Slipper Room of which 
the tinting is identical with Boudoir Room, and with 
a border of carved black diamonds in relief below the 
scroll work, the latest in boudoir slippers were fitted 
and displayed. 

The Evening Slipper Room was found to be deco- 
rated and tapestried in the same colors and appoint- 
ments as the Boudoir Room with the exception of a 
mirror and the presence of the unique ballroom floor 
on which customers could try their slippers under the 
same conditions to be found on the dance floor of a real 
ballroom. 


Inventor y Y our Customers 


By Ages? 


[CONTINUED FROM PAGE 61] 


tising which, after all, is the most valuable form of 
publicity. Every advertising man who knows his 
business will tell you that, if he could get enough of 
this kind of advertising, we’d never spend a nickel 
for newspapers, direct mail or anything else. Nobody 
has ever succeeded in getting enough of it, and you 
make a mistake depending upon it as much as you 
do, but one of the first things I shall try will be to 
create more of it for you. 

“These people from twenty to forty years of age 
are in what we call the Productive Period. Practical- 
ly all of them have begun to take life seriously. They 


have regular jobs or are establishing independent 
businesses. Consequently, they have established sus- 
tained earnings which increase as the next several 
years pass. During this period, too, both social and 
business responsibilities are developed. It is a great 
period of enjoyment—theaters, dinners, play-full vaca- 
tions, week-end parties and the like. The demand is 
for variety and activity. This makes business good 
for you. 

“Here, too, is the period of courtship and marriage; 
home establishment, and numerical development of 
the family. This means that their personal buying is 





The Trend of Hide Prices 
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increased by the footwear necessities of the children. 
These people are especially valuable to us, because 
throughout these whole twenty years buying is con- 
stant with them and the volume in which they buy is 
constantly on the increase. 


sé TABILIZING influences set to work. In addi- 

tion to the development of social and business 
responsibility a large percentage take on the added re- 
sponsibility of total or partial support of indigent de- 
pendents. Footwear must be bought, occasionally, for 
them. Sex influence, a measure of success and such, 
cause the development of vanity. This increases con- 
sumption of your long-profit specialties. Farther along 
in this period is when demand for footwear of all kinds 
for all ages climbs rapidly toward the peak. These 
people roll a regular snowball of accumulating trade. 

“Progress and the growth of vanity, and by that I 
do not mean any unworthy vanity, engender ambition 
and by the close of this period, financial capacity is 
pretty well established; the social and economic foun- 
dations have been laid, and life is in full swing. Dur- 
ing these twenty years the Physical Life is lived to the 
full. 

“The merchant who captures the trade of this group 
is fortunate indeed because it assures volume for the 
present and guarantees a higher grade of volume 
business for the next twenty years. Somewhere along 
the line you’ve slipped up on the job of catering to 
and cultivating especially this age-group. It is unfor- 
tunate because if you had and had kept this trade 
satisfied, this group when it reached the peak of its 
purchasing capacity and activity, would just naturally 
keep right on buying here. 

“T have an idea that you drifted, several years ago, 
into the practice of catering almost exclusively to 
these people in the next classification—those from 
forty to sixty years of age, in what we call the Cu- 
mulative Period. It certainly would be an ideal re- 
tailing existence to be able to limit all effort to this 
age-group. These people have reached mental matu- 
rity; they produce quality business in volume; they 
are the easiest of all the age-groups to deal with, and 
their buying activities are a delight to the retailing 
world. : 

“The difficulty is that no system has ever been found 
of causing people when they reach their fortieth year, 
to suddenly transfer their patronage, en masse, to this 
or any Other store and let it rest there for the next 
twenty years. Buyers in this group must be recruited 
from those in the Productive Period just as those in 
the Productive Period must be recruited to a large ex- 
tent from those in the Formative Period. It is more 
important, however, to keep this Cumulative Period 
well recruited because, as people grow older, it be- 
comes more difficult to change their buying habits. 

“At, or a little past fifty, these.people slow up in 
their buying and their value to the store which caters 
to them lasts for only about ten years, for peak busi- 
ness. Your great trouble seems to be that you are 
trying, and have tried, to cater to this cream-quality 
classification exclusively, and you find that these peo- 
ple are now growing old and things are not so good. 
It’s a dangerous practice because only five or ten 
years pass before you find yourself in the position of 
catering to the people in the last half of this period 
and the first half of the next with everything on the 
decline. 

“The buyers in the Cumulative Period are domi- 
nated by extreme seczial and economic urge. Wives 
want the whole family, in appearance, to reflect the 


“une 2, 1998 


earning capacity of their husbands. Husbands now 
have the financial capacity to indulge their families 
and they spend willingly. 

“Then, too, it is during this period that the burdep 
of dependents increases. The care of aged relatives 
becomes more costly. The cost of maintaining the 
children reaches its peak. The individual family has 
its largest number of members and footwear must be 
bought for all of them. Then, gradually, the demand 
for variety decreases and physical activity lessens, 
but this is compensated for in an increased demand 
for quality because people in this age group live the 
Mental Life and have a fairer appreciation of quality 
than at any other period in their existence. It is dur. 
ing these years, that the climax is reached in personal 
needs and wants and in volume of footwear bought 
for personal use or for dependents. 

“T venture the guess that ten years ago you were 
sitting on top of the world watching this class of 
buyers move quality merchandise out of your store in 
most gratifying quantities. The same people are trad- 
ing with you now, but they have passed the peak of 
their consuming capacity. You would still be sitting 
on top of the world if you had taken pains to keep 
this army of buyers well recruited. 


66 OW we come to the last of the age-groups, the 
people sixty years of age and older, in what 
we call the Declinative Period. These people are chiefly 
concerned with holding on to what they already have. 
In your line they buy very little because they consume 
much less now that they have reached the age of 
rapidly diminishing activity. Vanity has passed into 
limbo and entertaining is rare. This lessening of buy- 
ing is furthered by release from social and economic 
urge and the shrinking in numbers of people in the 
household. Usually the dependents pass out of the 
picture before the closing of the Cumulative Period 
and the younger members of the family have, by this 
time, usually established themselves independently.” 


Selling Shoes by Showing 
Hats and Bags 


[CONTINUED FROM PAGE 66] 


women away from the idea of trying to match bags 
to their dresses.” 

The Kempner Shoe Store of Little Rock, Ark., dis- 
plays hats, bags, shoes and hosiery together with 
good profit. The Turrell Shoe Store and Frank P. 
Shockley, both of Seattle, show and sell together shoes 
and bags to match. Jordan Marsh Co., Boston, has 
recently shown, with splendid results, a unit display 
of an all white felt hat, a white kid pump, with water 
snake flat bow side trim, a bag to match the shoe, 
and a white pond lily boutonniere. Assistant Shoe 
Buyer Aldrich states that some time ago printed 
linen cloth, identical with the material of the shoe, 
was bought and made into handbags; these bays and 
shoes are now shown together in the windows and in 
the inside show cases, with an added sales appea!. 

A buyer for one of the high grade exclusive stores 
of Boston, who has made a specialty of featuring 
bags to match shoes and hosiery for many years, said 
that if he had an empty side room or a space upstairs 
large enough, he would convert it into a hat shop and 
use the unit display of hat, bag and a pair of shoes 
in each one of his windows and inside cases. 
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By the Selling 
Test 


A close check-up of all 
active patterns in the 
recent New York activ- 
ity proved that these 
types which we showed 
in our May 5th adver- 
tisement in the Recorder 
were among the leaders. 


CONAWA Y-WINTER-OCHS, INC. 


134 NEW ENGLAND Boston 
Summer SHOE STYLE DESIGNERS Mass. 
Street 
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A Simple and Accurate Stock Record 


RECORDER STOCK RECORD SYSTEM ee One hour a week 


—-|;w2i—}]_8 i- 


LEE keeps your rec- 
ords complete. 










Every sale and 
purchase re- 
corded. 






Visible daily turn 
over and sales 
report. 


$ 5.50 


West of Denver $6.00 
Canada and Foreign Countries $6.50 

















postage paid; sent 
on receipt of your 


check. 


Send for your 
copy today; it will 
prove an inval- 
uable aid in keep- 


















informed from 
day to day. 


WESTERN SERVICE DEPARTMENT 


Boot and Shoe Recorder 
189 WEST MADISON STREET 












CHICAGO, ILLINOIS 
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THE VALUE OF THE STAR 


IT HAS BEEN THE SYMBOL OF 
QUALITY FOR THIRTY YEARS. 
IT IS SYNONYMOUS WITH 
SOLID LEATHER SHOES, REP- 
RESENTING THE BEST IN 
V ALUE—SHOES THAT LOOK, 
FIT AND WEAR WELL. IT 
MEANS BETTER SHOES. IT IS A 
GOOD EMBLEM TO POINT TO 
WHEN MAKING A SALE—A 
GOOD ONE TO REMEMBER 
WHEN BUYING A BILL. 





YES SIR! “STAR BRAND SHOES ARE BETTER” 








ROBERTS JOHNSON RAND 


Sranch of internetional Shoe 


St. Louis, Mo. 
















e | 
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Prrachute/ 


A parachute is not often used as a matter of choice— 
it’s an emergency proposition, to bring you safely to 
earth when disaster comes. Considering its vital mis- 
sion, you would naturally be extremely particular in 
purchasing a parachute for your own use. An insur- 
ance policy is equally an emergency proposition and 
the same care should be taken to be sure that your 
policy will function properly when emergency comes. 








Policies in THE CENTRAL are backed by ample 
resources and a reputation for fair adjustments and 
prompt settlements. When disaster compels their use, 
they will bring you back to earth, quickly and safely. 
The company is absolutely sound, with a record of 
over fifty years of service, the largest and strongest 
Mutual Company in the United States engaging in a 
general fire insurance business. Our premiums are 
based on normal rates, but dividends reduce actual 
cost by 30%. 





Write for special information as to what 
THE CENTRAL offers you in quality of 
protection and in saving of insurance cost. 


Be” fo CENTRAI ramen 


Manufacturers Mutual Insurance Company 
of Van Wert. Ohio. 









Fire, Automobile and Tornado Insurance for Select Risks 
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IMPORTED— ENGLISH 
Riding Boots 
IN STOCK 


After it became evident that 
leather was set for a continua] 
rise, we immediately covered 
ourselves for a very large quan- 
tity of leather, enabling us to 
make up this boot, and although 
we were caught in the first ad- 
vance of leather, we avoided 
the many other advances since, 
which had we not done, would 
have compelled us to ask a 
much higher price for this boot 
























However, in order to build up 
still greater the rapidly grow- 
ing demand for our imported 
boots, we shall continue to sell 
this boot without any adv:nce 
over last year’s prices as long 
as our present stock holds out 
—Men’s $16.50, Women’s, $14.50. 
It will be to your interes: to 
stock up and avoid all future 
advances. 




















Men’s Black or Tan 


$16.50 


Women’s 
Black or Tan 


$14.50 





B-5718 
Write for New Catalogue 


COLT CROMWELL CO., Inc. 


Established 1899 


1239 BROADWAY NEW YORK, N. Y. 





































YOUR ORDER NOW FOR 
RIM MATERIAL 










Ju 
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HOE MANUFACTURERS who have standardized on TUFSKIM for Sock 
Linings and Heel Pads have found that the use of TUFSKIM has answered 


33 for them many very important shoemaking problems. 


ent that The worth of your shoe is increased by including TUFSKIM high quality Sock Linings 

continual 

covered and Heel Pads. 

ge quan- 

ig us to 

oun Orders placed with us are shipped with such promptness that shoe manufacturers can 
id . . sh sys . 

ao sine get their orders off on time, and thus ward off the possibility of cancellation of orders 

e, would 

» ask a for reason of late delivery. 

his boot. 

gt. We have one of the most highly standardized factories in America and our volume 

“gpe- production enables us to market TUFSKIM at a very small margin of profit. Our 

advance i ‘i - - ‘ 

as long savings in manufacturing cost, made possible by efficiency, are passed along to the 

i0lds out 

s, $14.50 shoe manufacturer, with the result that the cost of TUFSKIM is always moderate. 

ll future 

i ae Ma Shoe manufacturers who are desirous of giving their customers better value, and at 

50 the same time increase their own profit, wou'd do well to acquaint themselves with 

2 Tan TUFSKIM and its potentialities. 


RESPRO Inc. 


PROVIDENCE, RHODE ISLAND, U.S.A. - 

















WHAT DO YOU SAY— 


to the woman with a AAA foot and a $5.00 purse? 





“Try some other store— 
we can’t serve you here” 


| ENNA JETTICK 
Health Shoe 


“Yours is an expensive 
foot. You'll have to pay 
. 10 $12 k h Narrow and Extra Narrow Wide and Extra Wide 
or or take what- “A boon to those women that have been obliged to 
ever fit you can get for either pay high prices or take poorly fitted shoes. 


5 ” You need no longer be told that 
$ -00 you have an “ expensive" fool. 


Your dealer or Enna Jettick Shoes—Auburn,N. Y. 
You'll Stride with Pride in Enna Jetticks 

















“‘Yes—we can fit you perfectly in ENNA JETTICKS— 
fit both your feet and your purse”’ 


You can do it, too—if you tie up with the ENNA JETTICK stock department 
and make it your own. Over 100,000 pairs constantly on the floor for you. A 
variety of styles—Sizes 24. to 1O—-NARROW and EXTRA-NARROW—WIDE 
and EXTRA-WIDE WIDTHS. 


If you are interested and there is no Enna Jettick dealer near you, write 


DUNN & McCARTHY, Inc., Auburn, N. Y. 
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IN STOCK 





Three eyelet tie, 309 (combination) 
last, 14/8 covered Cuban heel. Good- 
year Welt, Built-in steel arch support- 
ing shank. 


Style R1704—Black Glazed Kid with 
a black ooze trim. $5.75. 


Style R1705—Patent Leather, black 
ooze trim. $5.75. 


Style R1706—Burnt Oak Kid. $6.50. 
Style R1707—White Kid. $6.25. 
IN STOCK 
Widths AAAA to EEE. Sizes 2% up. 
A to E, size 1 up. 


They will help you 






ILBUR Coon Shoes provide a way to 
fit—and fit properly—every woman 


who enters your store. 


The Ladies’ Home Journal and Good House. 
keeping magazines are used consistently to 
tell five million women of the wonderful fit- 
ting qualities of Wilbur Coon Shoes. 


The majority of our shoes are built over spe- 
cial measurement lasts, with instep and hee! 


measurements two and three widths narrower 


than that of the ball. 


The line as a whole embraces every size, from 
1 to 12. Every width from AAAA to EEE, 
also a few EEEEE. 


The appeal of Wilbur Coon Shoes is not 
limited to those seeking arch shoes. Every 
woman is interested in perfect fitting shoes, 
therefore the possibilities of Wilbur Coon 
Shoes are practically unlimited. 


You cannot judge the fit of a line of shoes by 
your experience with one or two pairs. Order 
a run of sizes and widths on the quick sell- 
ing pattern shown in this advertisement. 


Note the satisfaction of the women on whom 
you try them. See how readily they pay your 
price, and note the regularity with which they 
come back for more. 


We would be glad to send a catalog or sales- 
man to the dealer in position to carry Wilbur 
Coon Shoes in a manner that will insure their 


being fitted right. 





"37 Canal_St., Rochester, N. Y. 


Chicago Office: 189 W. Madison St. ; 
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WHo’s WHO ON THE ROAD 








Michigan Shoe Travelers and Retail Shoe Merchants to Hold Joint Meeting 
at Detroit, during Second Week of June 


as HARNEY of Lynn, who 
represents Harney Shoes, Inc., left 
New England recently to cover the big 
cities of the Middle West. Harney 
Shoes, Inc., is the new name for the 
reorganized and old-established Harney 
Shoe Co. 


ONALD T. 

BASS, one of 
the best known 
shoe travelers in 
the country, and a 
specialist on fea- 
ture and _  fasb- 
ionable footwear, 
recently joined the 
salesforce of the 
Hurley Shoe Co. 
and will cover 
States immediate- 
ly West of the 
Mississippi River 
for this house. Mr. 
Bass formerly represented the Krip- 
pendorf-Dittmann Co. as special repre- 
sentative on this concern’s orthopedic 
type of shoes, covering points from the 
Mississippi East; prior to that connec- 
tion, he represented the Watson Shoe 
Co. for about 3% years, traveling as 
far West as Kansas and Omaha and 
Southwest to Oklahoma. Mr. Bass 
has had a wide experience in the shoe 
game, and has been intensively study- 
ing his new proposition—the Hurley 
shoe line for fall—at the Rockland, 
Mass., factory during the past few 
weeks. He is now calling on the trade 
in his territory, and is explaining the 
Hurley “new team work agency plan.” 


Donald T. Bass 


FIAREY K. DUNN, formerly repre- 
sentative for the Krippendorf- 
Dittman Company of Cincinnati, in 
the Southern States, now represents 
them in his home territory, Indiana 
and Illinois. 


OE REI DN- 
HART, who re- 
cently represented 
the Moore Shoe 
Co., has recently 
become the repre- 
sentative for the 
Krippendorf- 
Dittmann Com- 
pany, and the 
Xenia Shoe Mfg. 
Co., and will cover 
California, Ore- 
gon, Washington, 
foo Retubiase Nevada, and Ari- 
zona, for this 

house. Joe has had a wide experience 
with both the wholesale and the retail 
shoe business and has a large clientele 
among the merchants of the West. 


By HELEN M. HANEY 


W T. FRANCIS formerly repre- 
* senting the International Shoe 
Company in Cleveland, has been en- 
gaged by the Educator Shoe Corpora- 
tion of America to represent this house 
in Ohio, Western Pennsylvania and 
New York, also in southern Indiana 
and Kentucky. Mr. Francis will cover 
this territory placing Educator agen- 
cies with the best accounts in its cities 
and towns. He is very enthusiastic 
about the new plan of distributing 
Educator shoes, which includes ex- 
clusive sale privileges to the best ac- 
counts. Mr. Francis states “This 
franchise will be a very valuable one 
to any dealer, because of the demand 
which will be created by the national 
advertising of the house.” Mr. Fran- 
cis’ headquarters for the present are 
at 1625 Lewis Drive, Lakewood, Ohio. 
With June 1, his complete line was on 
display. 





FOR BETTER COOPERATION 


DETROIT, MicH.—George Owens, 
secretary of the Michigan Shoe 
Retailers’ Association, has sent 
out letters to all of the retail shoe 
merchants of Michigan, and at 
the same time another letter is 
being sent out to the shoe travel- 
ers of Michigan, to attend a joint 
meeting during the second week 
of June. The purpose of the 
meeting is for the strengthening 
of the work of the two groups; 
for the unification of their ef- 
forts in trade betterment; for a 
greater cooperation between the 
merchants’ and the travelers’ or- 
ganizations, and the individual 
members _ thereof. James H. 
Stone, N. S. R. A. manager, has 
been invited to address the meet- 
ing, as has also Homer H. Beals, 
president of the N. S. T. A.; T. A. 
Delany, N. S. T. A. secretary, 
and Regional Governor Halsey 
Elwell and Joseph Joe Kalisky of 
Chicago, both of the latter being 
most actively interested in the 
formation of the Michigan Branch 
of the N.S. T.A. 











66¢@ VY” JOFFE, who formerly repre- 

sented the Miller-Lerch Shoe 
Company, a subsidiary of the H. C. 
Godman Company, Columbus, Ohio, in 
eastern Pennsylvania, is again repre- 
senting the H. C. Godman Company 
as its general line representative in 
southern Georgia and Florida. His 
many friends in Pennsylvania will be 
glad to know that he is back in the 
shoe game. 


FE? MAURER, the first president of 
the Indiana Shoe Travelers and 
always a real member and worker, is 
still confined to his home, although 
he can get around and visit the In- 
dianapolis clubroom occasionally, where 
the boys are always glad to see him. 


TTO W. JEN- 

NINGS of Co- 
lumbus, who for 
the past five years, 
has represented 
the Sherwood Shoe 
Co. in Missouri, 
Kansas and Ar- 
kansas, is now in 
his territory and 
reports a splendid 
business. Mr. Jen- 
nings says. that 
the Sherwood 
stock department 
is a big help to 
him. Mr. Jennings is known as a good 
merchandising counsellor. He has a 
fine personality and has been in the 
shoe game, both on the road, and at 
retailing, for a sufficient number of 
years to give him just the kind of ex- 
perience that both manufacturer and 
merchant require. Mr. Jennings’ first 
position as shoe traveler was with the 
Bradford Shoe Co. of Columbus. For 
many years before that, he was buyer 
for the A. J. H. Johnson Mercantile 
Co. of Carbondale, Pa. 


Otto W. Jennings 


W R. FOLLANSBEE, who former- 
*ly covered Minnesota and the 
Dakotas for Nunn, Bush & Weldon 
Shoe Co., has been transferred to Iowa 
and Missouri. 


ICK_ RICH- 

ARDS, for- 
merly with the 
Riesenberger, Wolf 
& Peck Co., and 
prior to that with 
the Roth Shoe 
Mfg. Co., has re- 
joined the sales- 
force of the latter 
house. Mr. Rich- 
ards will cover the 
Southland for 
Roth, and will be 
a “buddy” in Dixie 
for George Aftel, 
who will continue in this section for 
the Roth Shoe Co. C. K. Garretson, 
who formerly represented a number of 
turn shoe lines in the East, is now in 
charge of the New York office of the 
Roth Shoe Mfg. Co., succeeding A. B. 
Clark, who has gone to Illinois to join 
his son. 


Dick Richards 
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Typical of the New Fall Styles 


@The Arch-Helpers are specialties in the ‘Diamond 
Special” grade. They are stylish corrective footwear 
with the built-in support that is out of sight and never 
touches the foot. 

@ Arch-Helpers round out Peters “Diamond Specials’’ 
and make this great specialty line in every way the finest 
shoes for men. 

@ The Black Calf style shown is one of the new numbers 
for Fall. This elegant oxford and all others will be carried 
in stock for quick shipment in all sizes and widths—and 
very attractively priced. 

@See the new Arch-Helper and “Diamond Special’’ 
styles. Know about our advertising plans, and fully 
understand how we will help you sell more fine shoes 


profitably. 
Let Your “Diamond Brand’ Man Show You Today. 


| Lf, 
BRANCH oF i , 
Brand, 
| NM fone 








— _ere To, eee 
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D. ESTA- 
* BROOK has 
recently been ap- 
pointed western 
sales manager of 
the Ault-William- 
son Shoe Co. Mr. 
Estabrookisa 
Harvard College 
graduate, and a 
shoe man of wide 
experience. After 
graduating from 
Cambridge with an 
A. B. degree, Mr. 
Estabrook entered 
the shoe concern of the W. H. Mc- 
Elwain Co., starting at “the bottom of 
the ladder,” and holding increasingly 
important positions. These included— 
purchasing agent and salesman for the 
Great Northern Shoe Co., a branch of 
the McElwain Co.; managership of the 
McElwain Distributing Co., and, in 
1915, manager of the McElwain, Co- 
lumbus Co., one of the concern’s six 
distributing houses. He came to Ault- 
Williamson from Melville Shoe Corp., 
nationally known operators of John 
Ward, Rival and Thom McAn Shoe 
Stores. In addition to supervising the 
sale of Consant Comfort and Constant 
Style shoes, Mr. Estabrook will apply 
his knowledge and merchandising ex- 
perience to retail problems, and will 
help customers to sell more shoes at 
a profit. Mr. Estabrook is married, 
and has two husky boys, one ten and 
the other five years of age. In his 
spare moments he is training his boys 
in the art of salesmanship. Mr. Esta- 
brook’s new appointment is “the result 
of the business growth of the Ault- 
Williamson Co., and increased coopera- 
tion with its dealers, which has made 
necessary a larger personnel for the 
western distributing headquarters of 
this concern at St. Louis,” reads the 
announcement. The other new ap- 
pointee is A. G. Plett, C. P. A. a 
specialist in shoe accounting, who is 
the new credit manager. R. P. Booth- 
by, vice-president, is in charge of the 
St. Louis branch; Ralph C. Moulton is 
service and merchandise manager. 


A. D. Estabrook 


pas McHUGH, one of the prin- 
cipals of the Frank Blackmer Co., 
covers the retail shoe stores of Massa- 
chusetts and Providence for his con- 
cern. Jimmie sells polishes, shoe trees 
and other footwear accessories. He 
has been affiliated with the house of 
Blackmer ever since he was twelve 
years old, and has been promoted 
through the various stages of office 
boy, inside salesman and outside sales- 
man, to a member of the concern. 
Selling and fitting footwear, while 
waiting for the buyer to confer with 
him, is one of Jimmie’s favorite oc- 
cupations and an official observer of 
any of the trade papers may often 
find him busily at work on the fitting 
stool any day, ’twixt order taking, as- 
sisting in tolling up those valuable 
double-header” sales. 


OHN J. WHALEN, president of 

the Brockton City Council and shoe 
traveler, has taken on a “side-line”— 
namely—that of a restaurant proprie- 
tor. In connection with John J. Ryan, 
Mr. Whalen recently opened the Sand- 
wich Shoppe, 43 Ward Street, Brock- 
ton, Mass. 





N. S. T. A. IS PROGRESSIVE 


Boston.—“Credit to him_ to 
whom credit is due” can be truth- 
fully said of N. S. T. A. workers, 
who are always in the front ranks 
for action when national’ issues 
affecting the shoe industry are at 
stake. For instance, the recent 
discussion by some of the mem- 
bers of the trade as to the ad- 
visability of an adequate protec- 
tive tariff on shoes and leather 
was suggested by the N. S. T. A., 
in national convention assembled, 
some three years ago. At that 
time, only the shadow of the pres- 
ent situation had appeared, as 
the number of women’s imported 
shoes had not assumed their pres- 
ent proportions. Several of the 
N. S. T. A. locals have recently 
passed resolutions favoring a tar- 
iff on foreign-made footwear, and 
have requested the National Of- 
fice to devise plans by which 
these resolutions could be most 
effectively called to the attention 
of the United States Tariff Com- 
mission. The National Office is 
closely following the statistics as 
published by the United States 
Department of Commerce, and 
wishes to advise that while even 
yet there is no general cause for 
alarm, nevertheless that the con- 
tinued importation of foreign- 
made footwear, in the same ratio 
that these shipments have been 
increasing within the past year, 
can soon become a menace to the 
prosperity of the industry. And 
again the N. S. T. A. calls atten- 
tion to this evil and to the fact 
that it is already on record as 
advocating a duty on shoes and 
leather sufficiently large to fully 
protect domestic production and 
distribution. 


Against Pullman Surcharge 


The N. S. T. A. has also been 
one of the strongest advocates for 
the repeal of the Pullman sur- 
charge. No organization has 
worked more assiduously for the 
elimination of this war-time 
measure than the N.S. T. A. The 
entire trade has been circularized 
from the National Office on this 
important bill, which means a re- 
duction in the high cost of mer- 
chandising shoes. The National 
Secretary has copies of many let- 
ters and telegrams which have 
been sent at his suggestion to 
Congressmen and Senators by 
shoe manufacturers, shoe travel- 
ers, presidents of trade and labor 
organizations and mayors of shoe 
cities. When this bill is passed by 
the House, it awaits only the 
President’s signature. 











RVILLE ROMIG, who covers Mis- 

souri, Kansas and Nebraska for 
the United States Shoe Co.’s Red Cross 
Division, reports that he has _ been 
booking good orders through his terri- 
tory, with trade showing an increase 
over that of last year. He says that 
patent leathers have been quick movers 
in his territory and that the best grades 
of shoes have been the quickest sell- 
ers. 
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A G. PLETT, 
« C. P. A., the 
new credit man- 
ager of the Ault- 
Williamson  Co.’s 
St. Louis Western 
distributing head- 
quarters, comes to 
his recent connec- 
tion, with A. D. 
Estabrook, newly 
appointed western 
salesmanager and 
has, like Mr. Esta- 
brook, been added 
to the augmented 
personnel of the western branch, be- 
cause of its rapidly increasing busi- 
ness. Mr. Plett was formerly con- 
nected with the E. H. Griswold Co. of 
Boston. For many years he has been 
in charge of Ault-Williamson audits, 
and, consequently, is familiar with the 
financial and accounting departments 
of the business. He is a graduate of 
Northeastern, with a B. S. degree. 
His early experience included several 
years as manager of the discount de- 
partment in the National City Bank of 
Boston, and credit manager of the 
Westinghouse Electric Co. His back- 
ground and experience in public ac- 
counting has given him an insight into 
sound business practices. His duties 
in the St. Louis office will work to the 
advantage of a great many of Ault- 
Williamson customers through his ser- 
vice in financial and accounting prob- 
lems. Mr. Plett is a native of Boston, 
and a “newly-wed.” On Feb. 28, he 
was married to Miss Cora Vose, also 
of. Boston. 


A. G. Plett 


E. RATCLIFFE, a member of 

* the Indiana Shoe Travelers’ 
Association, represents the Ideal Shoe 
Mfg. Co. of Milwaukee in Indiana. Mr. 
Ratcliffe, with all of the other boys 
who cover “The Hoosier State,” are 
rejoicing with the personnel of the 
George J. Marott store of Indianapolis, 
in the recent promotion of Harry Sum- 
mers, former head of the successful 
children’s shoe department of this 
store, to assistant general managership 
of Marott’s. In his new position, Mr. 
Summers will buy and manage the 
women’s shoe department of this store. 


ARRY LYNCH of the sales staff 

of Hoague, Sprague Corporation, 
Lynn, is off on a trip which will carry 
him to the Southwest as far as San 
Antonio, from which point he will work 
back East through southern territory. 
He is introducing to retail shoe mer- 
chants the novelty art of cartons with 
wrapped around covers for shoes. Mr. 
Lynch is a prominent member of the 
National Shoe Travelers’ Association 
and is also the president of the Boston 
Shoe Travelers’ Association having 
been reelected at the last annual meet- 
ing of that body. 


(CX AsER DEAN, who formerly 
traveled for the Florsheim Shoe 
Excelsior 
Shoe Company, Portsmouth, Ohio, in 
Indiana and Michigan. 


Company, now represents 


HARLES GROSSMAN, known as 

“The Sea Pirate,” to the members 
of the Indiana Shoe Travelers’ Associ- 
ation, is now booking volume orders 
with A. G. Walton Shoe Company. 
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no soft jobs 


but we do have a real opening for a man who knows 
retailing and tackles his work every morning as eagerly 
as he tackles his eggs and bacon. 

Perhaps you are doing well in a salaried position, but 
not as well as you might be because circumstances be- 
yond your control are holding you back. 

In the J. C. Penney Company you will have no such 
handicap. Here, to an unusual degree, you control the 
circumstances, you determine the speed and limits of 
your own advancement. 

We engage only men who in our opinion will do so 
well here that they can be admitted to co-partnership. 
On this basis, naturally, we give our men every chance 
to push ahead to prosperity and independence. 

We start you as a retail salesman at a good salary in 
one of our 954 department stores. Your manager has 
the responsibility of developing every ounce of your abil- 
ity—in order that you may go out to manage a store. 


Through our business training course you learn the 
principles and methods which we have spent twenty-six 
years in learning. There is also a course in the prepara- 
tion of advertising. We help you in every possible way. 

When you are ready, your opportunity is ready —step 
up and take it. As a manager you will have not one 
but three incomes: (1) a good salary; (2) a substantial 
share in the profits of your store; (3) an opportunity to 
share in the profits of a/ our stores. 

We are exacting, but do not ask the impossible. 
We seek no finished products and play no favorites. 
Your record has to be good before we can employ you 
—but once you join us you have a clear road. Already 
the largest chain of department stores, with cash sales 
last year of $151,954,620, we are expanding at the rate 
of more than 100 new stores every year. This is why 
we need new managers coming up all the time. 

Character, industry, a real interest in your own future 
—you must have these. Also retail selling experience in 
men’s wear, drygoods or shoes; age 25 to 35; a good gen- 
eral education. Confidential correspondence is invited. 
In your first letter give your age and experience and ask 
for our booklet, ‘Your Next Ten Years.”” Address our 
nearest office. 


The J.C. PENNEY Co. 


330 West 34th St. Russ Bldg. 1010 Pine St. 
New York City San Francisco, Calif. St. Louis, Mo. 
Room 1502-L Room 1323 Room 1049-L 








June 2, 1928 





Ready for 
*Him’— 
to the Tips of Her 
Heels 


ITTLE MISS “UP-TO-DATE”—clever, capable, 


« mighty easy to look at. When the “best boy 
friend” arrives she’s ready to go—and looks the part, 
from head to heels. 

Heels of course are tipped with I.T.S. Super-Quality 
because they provide that extra touch of trimmness, as 
well as comfort and extra wear. ; 

One re-heel job with I.T.S. Super-Quality for “little 
Miss Up-to-date” assures you of her permanent 
patronage—and there are millions like her. 


The Special I.T.S. square nails which do not split wood lift 
allow same holes to be used any number of times, assuring 
always tight neat fit. 


THE I.T.S. COMPANY, ELYRIA, O. 





Americas Best Ditting, 4 


RUBBER HEEL 


Have Your Heels Straightened. Your Shoes Will 
Wear Longer. 
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mart New Styles Sell 
More Bathing Shoes 


Rubber Sea Slippers Will Add Volume through Extra Pair 


UBBER bathing shoes have definitely entered 
upon the footwear style “stage.” 
shoe merchants have arranged special trims 

featuring these goods in their windows and inside dis- 


play cases. Many more are 
planning to do so a little 
later this month. To get the 
greatest-volume of sales on 
bathing shoes they should be 
displayed well in advance of 
the warm-weather days, and 
from now on until the snow 
flies in Northern climes, and 
every day, where it is al- 
ways summer, a pair or two 
of the colorful new styles in 
bathing shoes, placed in a 
prominent position in the 
store windows, will sell more 
pairs. In a big city where 
the exclusive shoe stock was 
limited to just one window, 
the progressive merchandise 
man recently and resultfully 
introduced among his wom- 
en’s leather shoe numbers, a 
“apple green” 
wood covered Cuban heeled 
bathing shoes; these were 
one-straps, were appliqued, 
and were so “different” look- 
ing that the proverbial “85- 
per cent of the purchasing 
public’—the fair sex—came 
in first, to investigate, and 
second, to purchase. In- 
stances galore of a similar 
nature might be related. 


ERE are reds and blues 

and other colors among 
the new rubber bathing shoe 
numbers; there are high- 
heeled models; there are also 
flat heels and broad 1-in. 
heels in crepe rubber, to 
match the crepe rubber soles 
of the shoes. The new bath- 
ing shoes are a “strictly re- 
tail shoe store proposition” ; 
it is there that they are in 
their best sales appealing at- 
mosphere. Any possible drug 


Distribution If You Show "Em 


Many retail 


Rubber bathing shoes were featured at the 1928 
annual style show of the United States Rubber Co.’s 
Philadelphia Branch, held a few months ago at the 
Ben Franklin Hotel, “Quaker City.” The young 
lady whose picture we see here is one of the models; 
she is wearing a fashionable ensemble consisting of 
rubber bathing cap, coat and shoes in harmonizing 
shades of blue. Several of the Philadelphia papers 
reproduced, during the show, pictures similar to the 
one held herewith 


store competition on these goods can be easily over- 
come by the retail shoe merchant, who has the advan- 
tage, if he will but show them with his other shoes, 
of as styleful a sport proposition as his leather shoe 


models. Said a good mer- 
chandiser recently: “What 
the fashionable modern gai- 
ter is in the way of a busi- 
ness stimulator to the retail 
shop in the winter the rubber 
bathing shoe is to the retail 
shop in the summer—an ex- 
tra pair seller every time.” 

A bathing shoe display can 
be made more realistic and 
modern by showing this foot- 
wear in connection with some 
of the new rubber toys for 
grown-ups, as well as for the 
kiddies. In response to a 
general demand one of the 
big rubber companies has in- 
corporated in its sundries’ 
line, three new members of 
the animal family, namely— 
a horse, an alligator and a 
frog. The alligator is 5 ft. 
long, 12 in. across and 10 in. 
deep; the frog is 4 ft. long 
and 18 in. across; both ap- 
pear in a coat of green with 
black and white trims, the 
lower surfaces are yellow. 
The body of the horse (for 
utility purposes, the rubber 
bathing horse has no feet) is 
approximately 39 in. long, 12 
in. deep, when inflated, and 
the top of the head is about 
32 in. from the base of the 
body; the horse is made in 
brown and black with white 


trimmings. 

BATHING Apparel 
cA Style Show might be 
held by the retail shoe mer- 
chant with sales stimulating 
results. It’s worth a “try,” 
anyhow. The time is now 
right for carrying the style 
show to the public through 
the medium of the shoe store. 
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| Its Publications Broadly 
Cover the Following 
Industries and 


Trades 


Automotive 
Automotive Industries 
Automobile Trade Journal 
Motor Age 
Motor World Wholesale 
Operation & Maintenance 
; Commercial Car Journal 
Chilton Catalog & Directory 
Automotive Industrial Red Book 


Hardware 

Hardware Age 

Hardware Age Catalog 
Jewelry 

The Jewelers’ Circular 
Metal Trades 

The Iron Age 
Optical 

The Optical Journal 
Petroleum 

The Petroleum Register 

Oil Field Engineering 
Shoe 

Boot & Shoe Recorder 
Textile 
: Dry Goods Economist 
‘ Dry Goods Reporter 

The Drygoodsman 

Pacific Coast Merchant 
Toys 

Toy World 
Warehousing 
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HE individual units of thi 
United Publishers Corporation 
set their course with determin 
ation—and accomplish the ends 
they start out to achieve. 


Often they pioneer in their various 
industries — discovering, for the mutua! 
advantage of their subscribers and adver 
tisers, business trends which save millions 
of dollars and hours of misdirected effort. 





The soundness of the parent company 
makes this service possible. It insures the 
ability to pursue to a successful conclusion 
each task that its units undertake. 


From the standpoint of the 
advertiser such . resources 
applied for his personal 
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“POLLY” 
B-901—-Genuine Grey 
Watersnake with Pat- 
“DELRIO” ent Leather " “SIMBA” 
Special Process . ; Special Process 
B-143—Genuine Python, eye ax B-910—Genuine Natural 
Brown Kid to match. 86.50 a” Pi ASt cals ‘i Python with Perlustre 
A ey oight ot me ee : Kid to match 
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RY eye 

auuy Keptilians 
Menihan presents the eight fastest 

selling genuine reptilians on the market 

today. Every one IN STOCK and every 
a m , fe Nel ~=one made right and priced right, with a 
ANITA,” Special Process, B-902—Genu- pre : handsome profit for the merchant 


ine Grey Watersnake with Patent 


Leather a Pax 7 r . - 
“JAVA,” B-906—Genuine Nat- Aggie my and miles of satisfaction for the 
1 Pyth vith F % age oe 
ural Python with — Pty : 4 wearer. 


to match 
THE MENIHAN COMPANY 
- ROCHESTER, N. Y. 
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“ROXY” St seas “REGENT” 
Special Process procera” B-909—Genuine Natural 
B-186—Genuine Beige 4 Be Python with Brown 
gp — *S% ca Perlustre Kid 

— medium A on: “PRINCESS” match .. «..-s-. 

Special Process 

B-151—Genuine Beige 

Lizard, Kid to match $6.10 


ent Leather "85 MENIHAN’S 
IN STOCK, 
SHOES 
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Iowa Convention of June 11-13 


Will Tell How to Sell More Shoes: 


Stone and Burrill on 
Program! Picnic Sup- 
plants Style Revue 


Des MOINES, 
Iowa—“The Iowa 
convention dates 
are June 11-13, so 
set your calendars 
for those days,” 
says Ira L. Welch, 
secretary-treasurer 
of the Iowa Retail 
Shoe Dealers’ As- 
sociation, ‘‘and 
come on down. 
Our annual State 
‘Get-Together’ will 
be held at the Ho- 
tel Fort Des 
Moines, on Mon- 
day, Tuesday and 
Wednesday, June 11, 12 and 13, to more 
fully cooperate with the members of 
The Iowa Shoe Travelers’ Auxiliary, 
who are working earnestly with the 
merchants in this affair, as it gives the 
travelers an opportunity to start out 
on their territories at the week’s end, 
in time for their next six days’ work. 
Three bang-up business sessions are 
planned for the convention, each be- 
ginning at the joint noon luncheon, with 
shoe travelers and retail shoe mer- 
chants present. 

“The slogan of The Iowa Retail Shoe 
Dealers’ Association for the year has 
been—‘How We Can Sell More Shoes.’ 
Selling helps have been mailed to mem- 
bers at intervals of about three weeks, 
emphasizing this idea. The Iowa con- 
vention sessions will re-feature this 
subject with new highlights. 

“We are holding our convention in 
June this year, instead of in March as 
previously, for the reason that the plan 
of merchandising footwear has com- 
pletely changed in the past few years. 
There are twelve buying seasons. 
Spring footwear starts selling in Janu- 
ary, in place of March, as it once did, 
and aside from college activities in the 
early part of the month, June is about 
aS quiet a period as we have in the 


W. S. Arant, 


Pres. of lowa Retail 
Shoe Dealers’ Assn. 


“A good, outstanding and strong per- 
sonality in the shoe business is one of 
the biggest assets of the independent 

1 shoe merchant. We are going 

to talk about that at the Iowa conven- 
So buck up, fellows, come to Des 

tes for June 11-13, and let’s talk 
overour problems. We will guarantee 











65 Year Old Heels 


Fort WortTH, TEx. (UTPS)— 
What is the life of a pair of 
leather heels? 

Sixty-five years at least, ac- 
cording to Judge R. C. Crane of 
Sweetwater, who recently ob- 
tained a pair dug up at Boerne, 
Tex., with the skeleton of a Mex- 
ican killed by Indians there 65 
years ago. The heels were about 
half decomposed, but the boots to 
which they had been attached 
and every other shred of the 
man’s clothing were gone. 




















that you will go home lighter hearted 
and a better merchandiser.” 

The Iowa convention has been set for 
a time when the weather and road con- 
ditions are usually ideal. Secretary Sol 
Sands of the Shoe Travelers’ Auxiliary 
of Iowa reports that reservations for 
the Iowa convention are coming in ex- 
ceptionally fast. Any salesman who 
wishes reservation for the convention 
must communicate at once with the 
secretary at Hotel Fort Des Moines. 
The Des Moines papers have agreed to 
give the convention more publicity than 
it has ever had in the past. All lines 
of shoes will be on display the Sunday 
before the convention proper opens. 
Monday will be the ‘“Get-Together” 
and registration day. Monday night 
will be devoted to the inspection of 
lines. 

James H. Stone will be the “head- 
liner” at one of the Monday sessions. 
Messrs. Ernest A. Burrill of Boston, 
and Shannon of Washington have also 
been invited to speak. In place of the 
usual style revue, the Shoe Retailers’ 
Auxiliary of Iowa has planned a big 
picnic, to be held at Riverview Park, 
on Tuesday, June 12, one of the most 
interesting amusement places in the 
Middle West. All of the shoe stores 
in Des Moines are closing early on that 
day, so that executives and employees 
may enjoy the fun. All retail shoe 
merchants and their friends and fami- 
lies who attend, are guests of the Iowa 
Shoe Travelers’ Auxiliary on this occa- 
sion. In addition to the 1500 letters 
which Walter S. Arant, president of 
the Iowa Retail Shoe Dealers’ Associa- 
tion, has sent to the shoe merchants of 
Iowa, asking them to attend the con- 
vention and to bring their wives and 
children, President Arant has also sent 


| Firewater, Minn., in charge. 
|no one from coast to coast is better 
qualified to handle the evening’s enter- 


| man Jack Clark. 
| president of The Shoe Travelers’ Aux- 


| banquet 








EVERY WEEK 


invitations to the convention to the 
wives of the Iowa shoe merchants, 
whom the Des Moines efficient ladies’ 
reception committee will entertain in 
royal style. 

“Round table talks, always one of the 
big features of Iowa meetings, will be 
more interesting than ever,” says Sec- 
retary-treasurer Ira L. Welch. Wed- 
nesday night the banquet and dance 
takes place, with Charley Englin from 
“Possibly 


tainment than Charlie. It is stated 
that the town from which Charlie 
comes was formerly called Stillwater, 


| but Charlie has taken all of the ‘still’ 


out of the water,” says Publicity Chair- 
K. B. Newcomer is 


iliary; L. C. Hyde, vice-president; S. Z- 
Sands, secretary-treasurer; Jack Clark, 
publicity chairman. Entertainment and 
committee: Burt Goldman, 
Fred Smith, Ray Glascock, E. H. Minor, 
Dick Needham, Dick Bleechinger. As- 
sisting Chairman Jack Clark on the 
publicity committee are Bruce Welch 
and Con Quinn. 


Whites and Colors Are 
Featured in Displays 


Boston, Mass.—White shoes and 
bright colored shoes have been fea- 
tured well in store window and inside 
display during the past week, with rood 
selling results. Woven sandals of the 
imported and domestic variety were" 
prominently displayed and merchants: 
report a fair trade on the better grades, 
An all black woven sandal, and a black 
and white sandal, both of domestic 
make at prices over $5.00 were among: 
the popular sellers in this type of foot- 
wear. All black shoes in both women’s 
and men’s have been the volume sellers. 
In women’s shoes, the next best seller 
to all black has been black with reptile 
trims. The all white shoe with a touch 
of “off white,” or as some merchants 
call it “pale gray” are attractive and 
sell well in sport numbers. 

A white kid, one strap with an “off” 
white lizard trim in women’s high 
priced shoes was reported as an active 
number in one store, and a man’s “off” 
white buck, with black trims was re- 
ported as a good seller in a high-grade 
exclusive men’s shop. 

In women’s styles, many bright 
shades in lizards are noted, with a 
goodly sprinking of moiré shoes in 
blacks and in _ beiges. Simulated 
lizards, and red and green pythons, as 
well as chamois colored suedes, are 
featured. A light brown kid with gold 
kid pipings is featured attractively 
with hosiery in slightly lighter shades, 
by one of the best family shoe stores. 
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ash register 
proof... 


CCORDING to a western shoe 
merchant “Sales, per cash reg- 
ister figures which do not lie, show 
more than twenty-seven per cent gain 
since we put up our Flexlume elec- 
tric business sign a few months ago. 
“Never before have we invested in anv 
advertising that brought such big returns 
for so little money.” The profits a Flexlume 


has helped draw to this shoe store, it can 
help draw to others . . . to YOURS! 


Write us—absolutely without ob- 
ligation—to “submit a color sketch 
of a Flexlume, the day and night- 
electric display,” to help build up 
sales for you. FLEXILUME CORPORA- 
TION, 1735 Military Road, Buffalo, 
a. 5. 


Sales and _ Service Factories a also at De- 


af in chief cities troit, Los Angeles, 
S. and Can. Oakland and Toronto 


FLEXLUME 


ELECTRIC DISPLAYS 


IMT 44> / 


S i 
_ 














GREELEY BOUDOIRS 


sell all the year around. 
They are always in style. 
We aim for quality and we 
hit the mark. 











IN If your jobber cannot 
STOCK | supply you, write us. 


36 Pair Cases 


A. W. GREELEY 
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St. Louis Stores Report 


Good Increase in Trade 


Sr. Louis, Mo.—Evidently the turn 
in the shoe business is at hand accord- 
ing to reports from retail shoe mer- 
chants. In every store are heard such 
phrases as: — r 

“Business is fine,” “Business has cer- 
tainly picked up” and “We are show- 
ing a 15 per cent increase.” 

The upswing has affected all types 
of stores, both the top grade as well 
as the popular priced institutions. If 
the present rate of business continues 
throughout the month, practically every 
store will show a betterment which 
should run from 10 to 15 per cent 
ahead of last year’s figures. The warm 
weather seems to be the stimulating 
factor. 

Sport oxfords have taken a spurt 
and all stores are featuring them. The 
tan und buck and black and buck are 
popular. Reds, blues and greens are 
still good with some signs of the green 
slipping. Both red and blue in san- 
dals and perforated types are selling 
well. Blondes are holding well and will 
be cleaned up soon. 

The big surprise are the Deauvilles 
which are selling at a furious pace. 
One large chain operating eighteen 
stores has disposed of 10,000 pairs and 
has placed a re-order to clean up the 
season’s demand. 

Indication are that whites are going 
over big and many stores have placed 
orders in anticipation of a big demand. 
Reptile in high priced shoes continues 
to have a strong position in the call 
and predictions of a big vogue for fall. 


4 New Nisley Stores 


CoLUMBUS, OHIO, May 26 (UTPS)— 
The Nisley Shoe Co., with headquarters 
in Columbus, announces that arrange- 
ments have been made to open four re- 
tail stores in Texas, which is the first 
invasion of that State by the chain. 
The stores will be opened early in the 
fall and will be located at Fort Worth, 
305 Houston Street; Dallas, 800 Elm 
Street; Houston, 610 Main Street, and 
San Antonio, 207 Alamo Plaza. The 
managers of the stores will be an- 


nounced later, according to Raleigh | 


Lee, head of the company. Shoes for 
the chain, which will number 42 stores 
with the opening of the Texas estab- 
lishments, are manufactured by the 
G. Edwin Smith Shoe Co., of Columbus. 


Whites in Fort Smith 


Fort SMITH, ARK. (UTPS)—A good 
call for whites is reported by Fort 
Smith shoe retailers, in spite of unsea- 
sonable cool and rainy weather. One 
store reports the best season in three 
or four years, and commencement ex- 
_ ercises have meant large sales for this 

month. 

Colored kids are good, but black pat- 
ents, that have been in great demand 
for a year and a half straight, are more 
than holding their own. 

In men’s shoes, tan are favored over 
blacks. There is a good call for feather 
Weights. No change is noted in chil- 
dren’s footwear. 

Business generally in shoe circles is 
much improved this month over last. 


Dinner for Hart 


New York, N. Y.—Louis M. Hart, 
president of Cammeyer, who next year 
will celebrate his 60th year in business, 
was given a testimonial dinner May 19 
by the Progress Club, of which he has 
served seven years as president. In 
token of their esteem his fellow mem- 
bers presented him with a handsome 
mahogany cellerette. 








“Up in the Air” So 
Bought “Air Mails” 


P. B. Appeldoorn, of P. B. Ap- 
peldoorn’s Sons Co., Kalamazoo, 
Mich., was recently taken for an 
air plane ride over the city of 
Detroit by Harris L. Gates of the 
United States Shoe Co. Buyer 
and salesman made their “hop- 
off” in a Stinson-Detroiter, a six- 
passenger cabin plane. When 
soaring at a height of 2500 feet, 
Buyer Appeldoorn placed an 
order with Salesman Gates for 
“Air Mail” shoes for shipment to 
his store in Kalamazoo. It was 
not radioed whether Mr. Gates 
dared to suggest that Mr. Appel- 
doorn must get out and walk if 








he did not buy the shoes; nor 
were Mr. Appeldoorn’s remarks 
to Mr. Gates recorded. The only 
thing that the United States Shoe 
Company knows is that it re- 
ceived the order. “Nuf sed.” 




















Shoe Men in New York 


St. Louis, Mo.—The Brooklyn style 
show drew a number of St. Louis shoe 


men to the East to be informed on | 


what’s new for fall selling. Those 
making the trip were Al. Pauly, Stix, 
Baer and Fuller; Marcus Rice, Famous- 


Barr Co.; Arthur Ebbs, Swope Shoe | 
Co.; Harold Underhill, Scruggs, Van- | 


dervoort and Barney, and Joe Sen- 
senbrenner of the Senac Shoe Co. 


Friedman Closing Out 


MIAMI, FLta. (UTPS)—The_ shoe 
business conducted in the Riverside 
Toggery, Miami, by J. L. Friedman, is 
being closed out. Several weeks ago 
Mr. Friedman was held up by a bandit 
in his store and badly wounded. He is 
now unable to personally conduct his 
business, and will be confined to the 
hospital for some months. 


Dixie Store Changes 


CoLumsBus, OHIO (UTPS)—A. D. 
Newby, formerly manager of the Dixie 
Men’s Shoe Store at Birmingham, Ala., 
has been promoted to be manager of the 
Columbus store of that chain, which is 
located at 168 South High Street. He 
succeeds Leonard Hodgin, who will 
manage the Indianapolis store of the 
same company. 








Cincinnati Merchants 
Look for White Season 


CINCINNATI, OH10—The weather has 
been with shoe merchants since the 
first week of May and they are making 
up for the dull period experienced in 
March and April. Whites, however, 
have not moved to any extent, but re- 
tail merchants are looking forward to 
a good season on them, both in linens 
and leather. Indian print and Toyo 
straw in all grades are selling well and 
many shoes of these materials are be- 
ing worn with dresses, hats or bags to 
match. Kid and print combinations are 
proving very popular in one medium- 
priced shop and reptiles continue to be 
called for. Sport oxfords are moving 
well, more especially the black and 
white and tan and white combinations. 
16/8 cuban is the favorite heel. 

Approximately 65 per cent of sales 
on men’s shoes are on tan and men are 
showing a decided preference for light 
weights. Shoes with medium narrow 
toes are the best sellers. 

Manager H. E. Morisse of Irwin’s 
Fashion Shop, lists kid and print com- 
binations among the best sellers. These 
are very good in red, blue or blush kid 
vamp with print quarter to harmonize. 
Sandals are in popular demand at 
Irwin’s and whites have started moving 
fairly well. 

Black patent is holding its own at 
The Big Store Company, reported Mr. 
Roetkin, shoe department manager. A 
few prints are being sold, sandal calls 
are increasing and sport oxfords have 
moved fast during the past ten days. 
Oxfords of brown and tan kid are the 
best sellers in children’s shoes. 

Tan has been increasing its lead 
over black since the first of May at 
the local store of ‘The Florsheim Shoe 
Company. Sales for the past week 
were approximately 65-35, favoring 
tan. Lots of sport oxfords were sold 
in May and the Florsheim people ex- 
pect this to be one of the biggest sport 
seasons in years. 


Oregon Men Dine 


PORTLAND, ORE. (UTPS)—The mem- 


' bers of the Oregon Shoe Retailers’ As- 


sociation held their usual monthly din- 
ner at the Multnomah Hotel. Visiting 
shoe merchants from southern Oregon 
and Washington were present, covers 
being laid for 100. A. W. McNaughton 
of Boston, and C. K. Jones of Cincin- 
nati were speakers. Will Knight acted 
as toastmaster. Members of the asso- 
ciation were urged to attend the North- 
west Shoe Men’s convention to be held 


F_o7 


in Seattle on June 25-27. 


Black Python 


Detroit, Micu. (UTPS)—R. H. Fyfe 
& Co., Detroit’s largest retail shoe deal- 
ers, have stolen a march on their com- 
petitors by having a new type of shoe 
created especially for them. The new 
number is a black python with kid 
trimming and it has been introduced 
through the fifth floor higher-priced 
women’s shoe department, of which R. 
R. Deans is manager. The shoe, which 
was introduced last week, sells for 
$16.50. 
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Recommend 


The LYNCO Treatment 





When customers come to you for help in correcting 
foot troubles, give them the benefit of the most ad- 
vanced and scientific treatment known—sell them 
the LYNCO Non-Metallic Arch Cushion. 


It is easy to see why doctors and chiropodists de- 
clare the LYNCO Cushion superior to older meth- 
ods that depend upon metal and constant readjust- 
ment. 
Metal plays no part in the LYNCO treat- 
ment. Only soft, comfortable material is 
found in this modern cushion. Cellular, 
springy rubber forms the core; pliable 
glove leather jackets the appliance. 


The foot moves freely, without impediment to cir- 
culation or muscle play. The constant elastic force 
of the cellular rubber is ever present, 
gently coaxing the 
displaced members 
back to normal posi- 
tion and strength. 
LYNCO Muscle 
Building Arch Cush- 
ions need no adjust- 


ing. 


LYNCO Customers 
will come back to NON-METALLIC 


thank you, not to ARCH CUSHIONS 


take up your time with incessant adjustments. 






KLEISTONE RUBBER CO., Inc. 
241 Cutler St., Warren, R. I., U. S. A. 








AYBE your store is not the most elaborate 
or your space the most extensive. Maybe 
you feel you cannot afford fixtures as costly as 
used in some of the more ultra-exclusive shops. 


But, no matter how modest—no matter what its 
size or arrangement, you can equip your store with 
Milwaukee Chairs at a moderate cost —make it 
manifestly more attractive and comfortable—and 
thereby add to your prestige and to your trade. 


The fact that many large and stately shoe stores 
are beautified and distinguished by the addition 
of Milwaukee Chairs does not mean that Mil- 
waukee Chairs are exclusive or excessive in cost. 


The wide variety of patterns and designs covered 
by the Milwaukee line makes it possible for you 
to select chairs to meet your very requirements; 
chairs that will adapt themselves perfectly to the 
space and arrangement of your store and yet 
assure the quality, beauty and distinction for 
which Milwaukee Chairs are famous. 


We will be pleased to give suggestions for both 
the seating arrangements and the design of chairs 
best suited to your store, with cost estimates. 
There is no obligation. Write today to 


THE MILWAUKEE CHAIR COMPANY 
624 South Michigan Ave., Chicago 


MILWAUKEE 


CHAIRS 
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YOUR SHOP 


Never too Modest or 
too Elaborate to be 


Beautified by 


MILWAUKEE CHAIRS 
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Schiff Co. Holds 
Managers’ Meeting 


CoLuMBuS, OHIO (UTPS)—The semi- 
annual district managers’ meeting and 
conference of the Schiff Company, 32 
West Chestnut Street, Columbus, which 
operates a chain of 76 retail stores 
throughout the Middle West and 
Eastern States was held at the Chitten- 
den Hotel, May 21 to 25, inclusive. In 
all there were 20 district managers at 
the meeting which included Oscar 
Munsinsky, Boston buying representa- 
tive of the company. The conference 
was opened by Robert Schiff, president 
of the company, who outlined the poli- 
cies of the concern and gave a talk on 
the matter of fall styles. The meeting 
was then turned over to Walter Frank- 
hauser, secretary, who continued the 
sessions throughout the week. , 

Reports showed that business slightly 
above that of last year, but there has 
been a hindrance both from the un- 
favorable weather and from the fact 
that shoes have been advanced in price. 
A total of 23 new stores have been 
opened since the first of the year and 
arrangements are being made to open 
additional stores soon. ' 

It was announced that Sol Schill, a 
district manager formerly stationed at 
Canton, Ohio, will have his headquar- 
ters in Columbus. Jack Schiff, another 
district manager, changes his head- 
quarters from Syracuse, N. Y., to Co- 
lumbus, and Al Schiff, another district 
manager, has been changed from 
Peoria, Ill., to Columbus. Other dis- 
trict managers reside in their respec- 
tive territories. 

The sales conferences were closed by 
a banquet at the Chittenden Hotel, 
May 25, and a number of the managers 
responded to toasts. 


Better Business Congress 
Is on in Cleveland 


CLEVELAND, OHI0.—Under the aus- 
pices of the Cleveland Chamber of In- 
dustry, the Retail Merchants Institute 
of Chicago is conducting a Better Busi- 
ness Congress in this city during the 
weeks of May 28 and June 4. The 
congress covers all the problems of 
retail merchandising, including ser- 
vice and the relationship between man- 
agement and employee. Special atten- 
tion is paid to the problem of training 
salespeople. 

The night of Wednesday, June 7, 
has been set aside for a discussion of 
problems peculiar to the merchandising 
of shoes. The course consists of noon- 
day luncheon meetings for managers 
and owners, and evening meetings for 
the instruction of salespeople. 


Spider Shoe Introduced 


St. Louis, Mo.—Myles introduced 
last week the Spider Shoe with a 
heel and bow designed in web-like form. 
In addition to newspaper space car- 
tied out to illustrate the design, a 
window display with a huge web and 
Spider was used by Manager Fleniken. 


Cuban Heels in Houston 


Houston, Tex. (UTPS)—Back to 
Cuban heels is a tendency: noticed in 
the Walk-Over Shoe Store of Houston, 
according to R. Lader, manager. Dress 
shoes with high heels of nineteen eights 
are more popular than those of twenty- 
two eights; but for street and informal 
wear, the Cuban heel of fifteen and six- 
teen eights is the leading seller. 

Laden is finding a good trade in all 
light shades of shoes. His sales are 
running 65 per cent ties, 20 per cent 
straps, and 15 per cent pumps. 

Laden is buying heavy of reptiles 
and shoes of reptile trim for later sales. 





New Nunn-Bush Store 


Opened in Detroit 


DETROIT, MicH. (UTPS)—The new 
Nunn-Bush Shoe Store for men opened 
at 1247 Griswold Street on Saturday, 
May 12, under charge of L. H. Vickrey, 
who has been affiliated with several De- 
troit shoe stores over a period of some 
years. This is the first exclusive Nunn- 
Bush store to be established in Detroit, 
zlthough an exclusive shop has until 
recently been maintained in the Brown- 
ing King store, overated as a depart- 
ment of that business. 

There are two other downtown stores 
kandling this line together with others, 
the King Blair Company, 1456 Wood- 
ward Avenue, and Thomas & Forsyth, 
2473 Woodward Avenue. Twenty-six 
dealers in the outlying districts of the 
city also handle them, as do dealers in 





Redford, Royal Oak, and Ecorse, all 
suburbs of the city. 


New Shoe Stores 


Harry Shapiro, 87 North Side 
Square, Monmouth, IIl., shoe depart- 
ment. 

G. M. Cannon, Ga., 
shoe department. 

Guy Fox (The Economy Store), 
Cleveland, Tex., shoe department. 

Harry Sharaf (Washington Shoe 
Shop), 634 Washington St., Boston. 


Cartersville, 


Bernard Mullins, Hyannis, Mass., 
shoe department. 
Isadore Levine, Somerville, Tenn., 


‘| shoe department. 


Austin, Broadway, near Key Route 
Inn, Oakland, Cal. (Men’s shoes ex- 
clusively.) 

W. R. Huggett, Post Office Building, 
Kelso, Wash. 


Saad Bros., West 612 Riverside, 
Spokane, Wash. (Third store being 
planned. ) 


Denver Dry Goods Co., Denver, Col. 
(Doctor Scholl’s Foot Comfort Service.) 
J. Rounsaville, 5476 Wilshire 
Boulevard, Los Angeles, Cal. 
Stark’s Brownbilt Shoe Store (Ed- 
ry Stark, proprietor), Santa Monica, 
a 


Stenberg’s Fashion Bootery, 139 
East Second Street, Pomona, Cal. 
A. Lauricella Shoe Co. (A. Lauri- 


cella, proprietor), 2010 West Seventh 
Street, Westlake District, Los Angeles, 
Cal. 


The Leslie Shoppe (S. Foster in 
charge), 4632 West Washington Boule- 





He said a good response was received. 


vard, Los Angeles, Cal. 





Ohio Dealers Foster 
Children’s Day 


CoLuMBus, On10 (UTPS)—The Ohio 
Valley Retail Shoe Dealers’ Association 
is fostering the observance of the latest 
holiday, which is Children’s Day, the 
date being June 16. In a bulletin sent 
out by C. E. Dittmer, secretary of the 
association, attention is called to the 
fact that retailers in shoes, and espe- 
cially those having a children’s depart- 
ment, can cash in on the day if proper 
and adequate publicity is given to the 
event. Mr. Dittmer recommends that 
the children’s department be appro- 
priately decorated for the occasion. 
| Peter Pan has been adopted as the 
| character to typify the “Playfellow of 
| Children’s Day.” 
| Mr. Dittmer also calls attention to 
the opportunity presented for shoe 





dealers to sell merchandise for Father’s 
Day, June 17. While the occasion was 
originated and is largely fostered by 
the neckwear trade, still there is no rea- 
son why retail shoe dealers cannot 
cash in on it. To sell merchandise for 
“Dad.” This day will give a great op- 
| portunity for retailers to tie up with 
the general publicity. 


| Walk-Over Girl 
| To Be “Miss Houston” 


Houston, Tex. (UTPS)—Miss Kath- 
| erine Miller, representing the Walk- 
Over Shoe Store of Houston, will be 
Miss Houston at the International 
Bathing Beauty Contest held in Gal- 
veston on June 2 to 5. This contest has 
been featured for the past several years 
and draws beauty contestants from 
many foreign countries. 

R. Ladin, manager of the Walk-Over 
Shoe Store, has presented Miss Miller 
with a $25 pair of slippers equipped 
with Rhinestone buckles of an equal 
value. 

Miss Miller entered as Miss “Walk 
Over,” won the final elimination con- 
test over eleven other entries after sev- 
eral hundred girls had tried out’ for 
places for an entire week at a local 
theater. Laden is to be complimented 
on the fine publicity that he has gained 
for his firm. 


New Fort Worth Store 


Fort WortH, Tex. (UTPS)—Supru- 
lock & Crawford have opened a new 
shoe store in this city. The new estab- 
lishment is operating under the name 
of the Foot Friend Shop. The store is 
featuring women’s shoes ranging in 
price from $6 to $10. The formal open- 
ing was featured with music, refresh- 
ments and gifts. The store is located at 
305 Houston Street. The new establish- 
ment is also carrying a complete line of 
hosiery. It is making a bid for mail 
order trade along with the regular 
“call” business. 


R. Wilson in New Job 


Fort WortH, Tex. (UTPS)—Ross. 
Wilson has been named manager of the 
shoe department of the Jack Uberman 
men’s clothing store here. The shoe de- 
partment is a new addition to the store. 
Mr. Wilson is one of the best shoe men 
in West Texas. 
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A Fast-Stepping Strap 
in the Popular Toyo 


In Stock 


Here’s a child’s shoe to feature! Our Toyo cloth one 
strap sandal—just right for spring and summer wearing. 
Has patent trim and Toyo insert or it can be ordered in 
tan trim and tan insert. 


TRUITT BROTHERS, Inc. Binghamton, New York | 
on0———o mos hos ho = 0 soo moon — 
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YOU WILL 
FIND IT GOOD ADVERTISING 


To distribute interesting Toy Souvenirs to the childre: 
We print your special advertising message on eac! 
item. 

Our attractive Toy Souvenirs are low in price but the 
give lasting pleasure to the children and secure for you 
the good will of the parents. 

A postal card will bring you our illustrated catalog 
and price list of Advertising Novelties. i 


Don C. Barnard 
Care SCHINDLER STAMPING 
























Illinois College class listening to lecture 


STUDY CHIROPODY 





















and TOY CO. 
Graduate Chiropodists Earn 1401-1403 W. Delaware Ave. 
From $5,000 to $15,000 a Year Toledo, Ohio 


a 





No profession has attracted shoe men and women more than 
has Chiropody. Today many of the world’s leading Chiropodists 
are former shoe people who have followed up their valuable ex- 
perience at the fitting stool with a course in Chiropody. Today 


they are earning from $5,000 to $15,000 a year. NO, WILLIAM! 


The world needs Chiropodists. The opportunities are unlimited. 
















a hy ag - SS ear SADDENING AGENTS are not those eggs who pull door bells 
yo mee only 2 = oy bent Dunoon College Ee Cl “ * ly out by the roots and thus ruin the good wife’s entire day. 
In the Shoe and Leather Lexicon SADDENING AGENTS are 


in America equips you for practice. 15th year. You are ready to 







enter with four years high school or equivalent. Largest foot defined: “Addition of substances during dyeing to produce duller 
clinic in world—over 16,000 foot cases handled annually, large shades.” 

faculty physicians, surgeons, chiropodists—study in Chicago— Just one of the hundreds of bits of information in this 
you can earn while you learn. Write for catalog. No obligation. valuable book which a smart salesman can casually slip to the 





customer—increasing the latter’s confidence in his ability to 


-====MAIL THIS COUPON TODAY-==--= sell the right shoes. 









ILLINOIS COLLEGE OF CHIROPODY, 1327 N. Clark St., Chicago 
Gentlemen: Please send me, postage prepaid, latest catalog and complete This Sales-Making Tome 
jusenetien odative Chiropody od your school. Costs Only Fifty Cents 







(Cash with orders, please) 
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Boot and Shoe Recorder Publishing Company 
207 Seuth Street, Besten 
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B. R. Baker & Co.......... --ee- Loledo“@ The Kleinhans Co 
Boyd-Richardson Geo. J. Marott 
A. E. Burns Co., Inc T. E. Moseley Co 
a Frankel Clothing Co Des Moines || Nebraska Clothing Co 
Desmond Clothing Co Los Angeles || Turrell Shoe Co 
L. S. Donaldson Co............++ .--Minneapolis || C. A. Verner Co 
Fontius Shoe Co .-Denver || The Young Men’s Shop 
Leon Godchaux Clo. Co., Ltd........ New Orleans || Burdine Shoe Co 


Detroit 


Seattle 
Pittsburgh 
Washington 








Hastings Clothing Co San Francisco 








Levy’s Boot Shop 


—=ANID NEARLY A THOUSANID MORRIE 


The way some shoe men talk, you’d think men had stopped 
wearing shoes. Of course there is business to be had—and 
plenty of it, too, IF you are selling the right shoes. 


Check over the names above. A fine group of the most alert, 
most progressive dealers the country knows today. What 


shoe are they selling? Footsavers for Men. There is your 
answer. If there is any doubt in your mind, ask the men who 
are selling Footsavers. 


Can we tell you more about the Footsaver franchise? Styles? 
Profits? Write us today. We'll gladly tell you all. 


MADE BY THE MAKERS OF BOSTONIANS—SHOES FOR MEN 
WHITMAN, MASSACHUSETTS 


y) Women’s Footsavers are manufactured by Julian & Kokenge Co., 


VA a | ~— 
\\ and mail it today. 


f Cut off this coupon, Fe paste it on a postal card 
EE EE TS arr : 


Cincinnati, Ohio 








Commonwealth Shoe & Leather Co. 
itman, Massachusetts 


Please send me your Footsaver Stock 
g and complete detail of 
Footsaver franchise. 


[een 
<— 
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WHERE TO BUY 
Men’s Shoes 
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50 STYLES IN STOCK 


EMERSON SHOE MFG. CO. 
ROCKLAND, MASS. 


WRITE TODAY FOR CATALOGUE 
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HENRY LILLY CO. 
110 Duane St. New York 
AUCTION TRADE SALES of 


SHOES and RUBBERS 


Every Wednesday and Friday 
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SHOE 


ron MEN 
©) M. A. PACKARD CO., Makers 
BROCKTON 











NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 
H. W. COOK, President 
N. ¥., U. SA. 
MEN'S FINE SHOES EXCLUSIVELY 








Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 
SHOES 
Brockton, Mass. 
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I. Miller & Sons 
Issue $2,500,000 


in New Preferred 





New Financing Retires 
Old Preferred and 
Mortgage Bonds 


NEw York, N. Y.—Early this week, 
George H. Burr & Company, bankers, 
with E. Naumberg & Company, partici- 
pating, offered for sale 25,000 shares of 
6% per cent cumulative convertible 
preferred stock of I. Miller & Sons, 
Inc., and a limited amount of common 
stock. This offering is in the nature of 
refinancing, the proceeds to be used to 
retire all of the 5000 shares of old 7 
per cent preferred and the remainder 
of an outstanding 7 per cent mortgage 
bond issue totaling $431,000. Applica- 
tion to list both the new preferred and 
common stocks on the New York Curb 
Exchange will be made. The issue was 
immediately oversubscribed. 

The refinancing contemplates no 
change in the I. Miller management, 
which will remain under the direction 
of I. Miller, who :is president of the 
concern, and his five sons and other as- 
sociates. Other officers of the company 
now are, vice-president, George Miller, 
in charge of styling and wholesaling; 
treasurer, Maurice Miller, in charge of 
retailing; secretary, Charles Miller, in 
charge of production; assistant secre- 
tary, Michael Miller, in charge of pur- 
chasing; Irving Miller, in charge of 
hosiery, and Jerome Konheim, assistant 
treasurer, in charge of financing. 

The business was founded in 1895 by 
I. Miller and financed from his savings. 
It was incorporated in 1919 and now 
has a large manufacturing plant in 
Long Island City, operates nine 
stores, five in New York, two in Chi- 
cago, one in Atlantic City and one in 
Palm Beach, and shortly is to open an- 
cther New York store on Thirty-fourth 
Street, east of Broadway. In addition 
to these the company has 225 exclusive 
outlets in retail stores throughout the 
country. 

The company showed net profits, 
after deducting all charges except in- 
terest on indebtedness of $652,719 in 
1925; $412,204 in 1926 and $520,516 in 
1927. Net profits for the first quarter 
of 1928 are computed at $210,000, or 
at the rate of $1.12 a share on the new 
common stock, after preferred dividend 
requirements. 

Current assets are given at $3,523,- 
571 and current liabilities at $576,958, 
taking into consideration the new 
financing a ratio of 6.1 to 1 and leav- 
ing a net working capital of $2,946,- 
612. After the new financing the com- 
pany will have no indebtedness except 
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current monthly accounts. The com. 
pany announces its intention of placing 
the new common stock on a dividend 
of $2 per share, payable quarterly, 
The new preferred stock is convertible 
up to June 1, 1932, into common stock 
at the rate of one and one-half share 
of common for each share of preferred, 
The preferred was sold at $108.25 g 
share and accrued dividend and the 
common at $33 a share. 

The new financing also is taken to 
indicate an expansion policy on the part 
of the company which may be ap. 
nounced soon. 
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Cushman- Hollis 
Buys Out Creighton 


AUBURN, ME.—The Cushman-Hollis 
Co. of Auburn has taken over the busi- 
ness of A. M. Creighton of Lyn, 
Mass., and has organized a subsidiary 
company known as Abbott-Armstrong- 
Abbott, Inc. This new concern will 
manufacture a line of women’s high 
grade welts and McKays in a separate 
production unit of the Cushman-Hollis 
factory. 

Officers of the new company are £. 
Farrington Abbott, president; John T. 
Hollis, treasurer, and F. Douglas Arn- 
strong, formerly of the Creighton or- 
ganization, vice-president and _ sales 
manager. 

Under the terms of the deal the en- 
tire Creighton sales force and al! lasts, 
samples, forms and good will, of the 
Creighton Co. are taken over by the 
new concern, which is expected to make 
about 2000 pairs per day in the Cush- 
man-Hollis plant. 





























Haverhill Salesmen to 
Start Fall Trips Soon 


HAVERHILL, MaAss.—Business in the 
local shoe industry is still lagging and 
is generally not brisk. A few instances 
of increased cutting operations are re 
ported, but these do not indicate a ger- 
eral trend upward. The future busi 
ness is still insignificant and although 
styles are fairly well established, there 
is no substantial amount of future 
business on the books. 

Local factories, mainly novelty 
houses, will have their salesmen o 
the road early to solicit fall and wit 
ter business. Samples are very 4 
tractive and the new leathers featured 
in smart afternoon and evening effects 
both in plain and fancy effects should 
command trade attention. Kid, calf 
and suede, with the ever presen! patent 
are being spoken of for the ‘eading 
fall materials. Patterns have not de 
parted much from the trend o¢ recett 
seasons. ~ 
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Lynn Production Shows 
50% Patent Leather 


LyNN, Mass.—One of the most ac- 
tive factories of Lynn is making shoes 
for a group of stores which turn their 
stocks twelve times a year. Others 
are not doing so well. So it is once 
again shown that the rate of produc- 
tion in factories is dependent on the 
rate of turnover in retail stores. 

Buying continues on a hand to mouth 
pasis, and though higher prices are 
predicted, yet there is little if any 
ordering of shoes in anticipation of 
rising prices. Some Eastern merchants 
are keeping so close to requirements 
that they order shoes on Monday morn- 
ing to be made and delivered in time 
for week end sales. 

Some makers of the better grades of 
shoes, who can show superior shoe- 
making as well as classical styling, are 
getting more for their shoes. There is 
a rising tide of interest among strong 
merchants in the technical points of 
shoemaking. In the popular grades, 
the price is the thing, and makers note, 
some with regret, that many a store 
sticks to its old prices as fixed. 

Shoes of patent leather will make 
up half of Lynn’s production for the 
first six months of the year. Some 
think more than half of Lynn’s shoes 
will be of the shiny stock. At the mo- 
ment there is some easing up on patent 
leather, on account of the production 
of shoes of white kid, blue, red, green 
or brown kid, and art fabrics and rep- 
tiles, too. 

Camera snake leather is the newest 
stock here. The grain of the snake is 
photographed on calfskin like a pic- 
ture on paper. Some say the picture 
compliments the snake. The _ stock 
costs $1 a foot or more. So it is ac- 
cepted as art leather. 


Bradley Made Head 
of Styles Committee 


HAVERHILL, Mass.—Everett Bradley 
of the Bradley-Goodrich Co., Inc., this 
city, has been named chairman of the 
committee on styles of the New Eng- 
land Shoe and Leather association. Mr. 
Bradley is a well known shoe stylist 
and the local factory has in its employ 
a professional designer and has the 
advice of foreign stylists in the creation 
of its smart lines of women’s turn 
shoes. 

Local shoe men are in the New York 
market at present giving especial at- 
tention to the new season’s syles. The 
Brooklyn style show has helped to es- 
tablish many style tendencies and the 
shoe men have procured a definite basis 
for styling their new shoes. 


Rosenheim Returns 


New York, N. Y.—Herman Rosen- 
heim, president of the Best-Ever 
Slipper Company, Brooklyn, has just 
returned from a very extensive trip to 
the Coast and has expressed his pleas- 
ure at again having had the oppor- 
tunity of seeing his many friends 
throughout the country. 

He has had reports of excellent re- 
sults on Best-Evers from all of his 
customers. 





Increase Noted 
In Orders for 
Fall Footwear 


CINCINNATI, OHIO.—Orders coming 
in for fall delivery have been on the 
increase during the past few days and 
manufacturers are reasonably busy 
working on these and making up 
samples. Practically all factory sales- 
men of this district are now on the 
road, and while most of the orders they 
are sending in are small, they are suf- 
ficient to give factory officials tips on 
what the trade will want. 

Mat goat is proving quite popular 
with the trade, judging from advance 
fall orders being received here and it 
is generally believed that brown and 
black suede and kid will be very much 
in favor. One manufacturer expects 
pipings and trimmed shoes to be better 
for fall than they have been in some 
time. Very little of the better grade 
footwear is being ordered with heels 
higher than 18/8. The most popular 
types appear to be 14/8 to 16/8 Cuban 
and 16/8 Baby Louie or Spanish. 

Quite a few whites are being called 
for at in-stock departments and job- 
bing houses and novelty kids are being 
specified in orders for immediate de- 
livery. Lots of sandals are going out 
for at-once sales and a nice volume of 
orders are coming in for Toyo and 
Indian Prints. 


Suedes and Velvets in 
Fall Sample Lines 


LYNN, Mass.—Orders have already 
been placed for suedes in black and 
brown, for fall. New models of art 
velvet shoes have been made up for 
fall samples lines. There are a few 
oxfords of tweed cloth, trimmed with 
leather, which look unusual. 

A Lynn sandal, cleverly contrived, 
is made like a regular strap style pump, 
to support as well as to fit the feet. 
Narrow slits, or ventilatine slots, are 
cut in its vamp, and these slits are 
paneled with a frame of hand woven 
leather. The shoes are of blue, red, 
green or white kid or calf. 

Most everybody is expecting a good 
season on oxfords, and one firm is 
showing a strong line of walking ox- 
fords, somewhat rugged and Cuban 
heeled, yet stylish in appearance. 

Makers of popular price footwear 
are expecting a season of boots to start 
in the fall, but the makers of fine shoes 
are reserving their judgment on boots. 


Haverhill Men Buy 
Marlboro, Mass., Factory 


HAVERHILL, Mass.—Joseph A. Jonas 
of the J. A. Jonas Shoe Co., this city, 
and Louis Aptekar, local shoe jobber, 
have purchased the plant of the Maylon 
Shoe Co., Marlboro, and will operate 
the factory in the near future. The 
new owners make no definite announce- 
ment of their policy with regard to the 
Marlboro plant, but it is expected the 
Jonas company will develop its welt 
lines at the new factory. The factory 
has a capacity of 900 pairs a day. 








A 6 eee 


WHERE TO BUY 
Men’s Shoes 


6 6 8 he 





2 HAND TAILORED 
it HAND LASTED 


BION F-REYNOLDS Cocm 


BROCKTON, MAS 


<\ 


BOSTONIANS 


COMMONWEALTH SHOE & LEATHER Co. 
WHITMAN, MASS. 
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WHERE TO BUY 
Slipper Supplies 
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POMPOMS AND ROSETTES 
The ots merchandise = the right price. 
lamples sent r le 
HY-GRADE SLIPPER SUPPLY co. 
693 Broadway New York City 











WHERE TO BUY 
Standard Shoe Materials 











Waterproof 

That 
Takes and Re- 
tains a Polish 


CREESE & COOK CO. 
Tanneries at Danverspert, 95 South St., Besten, Mase. 


est Virginia 


More dependable than ordinary leather for 
Counters and Innersoles. 
Pulp Products Department 
WestVirginia Pulp & PaperCompany 
Detroit NewYork Chicago 
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WHERE TO BUY Merchants Still Buying Nebel’s Incorporate 
from Hand to Mouth Detroit, Mich. (UTPS)—Edward J, V 
M ’ & W r) Nebel, Inc., 1036 Randolph Street, 
ens omen $ Boston, Mass.—Shoe factories in dealers in leather, findings, shoe dress. §” 
Slippers this section are fairly busy, with a | ings, cobblers’ machinery and _ tools 
few reporting that they are rushed on | have merged their business into a stock ba 
“at-once-wanted” goods. Shoe whole- | company under the style Nebel Broth. Cc 
: — are being asked for white = pos Age Poy ee, capital St 
plain, or trimmed, with water snake, | stock o r preferred and 19,000 
PARISTYLE pr od Steere MFG. CO., INC or lizard; for black patent leather | shares of stock at $1 per share, $30,000 on 
numbers, python trimmed, and for blue | being subscribed and paid in property, en 
HIGH Gi GRADE TURN M Send DOR YS | kid, plain, or with reptile trims; sport = hi 
Satins, Kids, Brocades and Fancy Patterns | numbers for women are also in demand ‘ in 
$27.00 per doz. and up with rubber soles. Chas. Meis Co. Marks th 
Gaiden —- ys — rubber a shoes P 5 h im . ha 
eent on are being bought by merchants in a , fe St 
request wide range of territory from local job- Ot Nniversary cir 
bing houses; a favorite is a brown can- CINCINNATI, OH10—The Charles Meis | 
vas with black and red rubber toe cap | Shoe Co. celebrates its fiftieth anzi. Ar 
and back stay. Boys’ shoes in the | versary this month by a sale, with spe. tio 
moccasin pattern, with stout leather | cial values to its customers and fre me 
soles, in sport elk, are also among the | railroad fare ‘to Cincinnati—the latte; Pa 
numbers which buyers have wanted | being paid by the Cincinnati Chamber wh 
from local wholesale houses in a hurry. | of Commerce under regulations of the the 
Men’s sport shoes, in white and | Fare Refund Bureau of that organiza. bre 
black, white and tan, and in light and | tion. ant 
dark elk, with brown and black trims This firm, established in 1878, was Sin 
are among the best current sellers. | originally formed as Charles Meis & gre 
One manufacturer remarked recently: | Co. by the late Charles Meis, Henry I 
Two Strap Sandal “After the flurry on sports numbers | Meis, and Nathan Meis, and has been bro 
CDar—2 are over, the trend will probably be | in continuous operation ever since, cit} 
; 4-0 back toward black again, and so we | Charles Meis died in Boston a number Mil 
In Stock are planning.” of years ago, the business being con- Ma. 
No. 3-2 at $2.35 Brown calf and kid leathers are be- | tinued by his brothers, Nathan and 
MORAN-HERMANN- ing made into attractive numbers for | Henry Meis; in 1904 it was incorpo- 
McMANUS. INC. both men and women for fall; black | rated under its present style—The 
Auburn, Maine kid is in steady demand; there has been | Charles Meis Shoe Co.; Nathan Meis 
a renewed demand during the past | was the first president and was su. 
mesa. 9-3 week for midnight blue kid. Suedes for ; ceeded in 1922 by Henry Meis. The r. 
| YESS * the Becter Grade women, largely in black, with some dark | active management of the company is doll 
HE For the Better Trade brown, are among the strongest sellers | vested in the younger officers of the star 
Ty i : Ml in leather for the past week. concern; namely, August Levy, Sidney tute 
iil J. Eisman, vice-presidents; Charles com 
cise ian Levy, mona Fo and scan’ Brunsman, Co., 
treasurer. rom a sma eginning at oul 
Watson Shoe Co. Men 13 East Pearl Street, the Charles Mei Disc 
° Shoe Co. now occupies a_nine-story Sale 
Guests at Reception building at 806 Walnut Street, Cincin- said 
Py nati, and a modern factory at Lebanon, “y 
STOUGHTON, Mass.—Appreciative of | Ohio; its product is distributed in vari- thou 
the action of the officials of the Watson ous parts of the country by over Mor 

WHERE TO BUY Shoe Co., Inc., of Lynn in removing | twenty-five salesmen. The company re- is g 
their business to Stoughton, members | ports a healthy trade and looks back thre 
of the Stoughton Chamber of Com- | with pride upon its half a century of the | 

Shoe Buckles merce, May 21, conducted a reception | continued success. boge 
at which Albert N. Blake, Frank C. in ol 
en on and Charles SS ae up n 
of the company, were welcomed to the : + . 5 fello 
TR & De AL town. Already work is nroceeding rap- Cincinnati Club Holds ma 
IFARI E TERIS .idly in the removal of machinery of rT * 9D: d the | 
Importers a pantatmaaaeste ms Lynn plant 7 former Upham Annual “Moonlite” Ride 
BEADED ros. factory in the town, which the ’ 
Watson Company recently purchased. CINCINNATI, OHI0O—The Shoe and 
SHOE ORNAMENTS The company will begin the manufac- Leather Club of Cincinnati held their G 
101-103 West 37th Street, ture of high grade women’s shoes annual “Moonlite” ride on the new rt 
ew York City within a few weeks palatial “Island Queen” steamer, May 
f = ba was dancing and cards - 
refreshments galore and _ everybody 

Veen —— Py - a big. time. A big paaeetainnes a 

CUT STEE . of some kind will be held each mont! ve 

E ae ry STEEL E J ames A. Clark N OW with Walter Schafstall was chairman of the sce 

‘ ori 
| Set DUCKS j Diamond Rubber Co. Moonlite Committee. Tanr 

T ae 4H, VEITH, INC. T g New You, NY—The Diamond | . oo 

mportero== ubber Co., a subsidiary of the B. F. = , : 

H O88. See Sih, How. Yeoh H Goodrich Rubber Co., announces the nna J ettick L ine i 10,00 
appointment of James A. Clark, sales San Jose, Cat. (UTPS)—L. Harté By Cumu 
representative, as of May 1. Son Co., one of the leading dep:rtment # Value 

Mr. Clark was formerly connected | stores in this city, announce they have comm 
with the Converse Rubber Shoe Co. | secured the San Jose agency for Enns each, 
oa grate aa —_ ripe pm oo in the | Jettick Health shoes, and are f: apr = 
sale and merchandising of rubber foot- | a smart assortment at $5.85. The styles 

MAISON MANN, INC. wear and the Diamond Rubber Co. | consist of one strap, three str::ps, «tt stock 
PHS ng oe feels that the addition of his services | out ties, lattice effects in black, and 
3 West 20th St., New York will prove of great value to its cus- | brown kid, tan, and biege ca!f, ros t 
tomers. blush and white kid. — 
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W. L. Dunbar Dead 


Was President of Pattern Company 
Which Bore His Name 


BrockTON, Mass.—Willard L. Dun- 
bar, president of the Dunbar Pattern 
Co., of this city, died at his home in 
St. Louis, May 22, after an illness of 
only two weeks. His death ended an 
enviable career, during which he guided 
his venture from its ‘start in Brockton 
in the late nineties until it spread to 
three countries and two continents, 
having branches in Brockton, Boston, 
St. Louis, Milwaukee, Brooklyn, Cin- 
cinnati, Montreal, Toronto and Paris. 

Mr. Dunbar was born in Brockton 
April 8, 1869, and received his educa- 
tion in the local schools. With other 
men, he formed the W. L. Dunbar 
Pattern Co., which continued until 1902 
when the firm name was changed to 
the Dunbar Pattern Co. In 1905 a 
branch was established in St. Louis 
and he went west to be its manager. 
Since then the business has seen steady 
growth under his leadership. 

Besides his widow, he leaves a 
brother, Benjamin D. Dunbar, of this 
city, and a sister, Mrs. May Miller of 
Milwaukee. Burial was in St. Louis, 
May 25. 


Business Is Good 


Quincy, ILL.—Passing the million 
dollar sales mark in shoes from a 
standing start ten months ago consti- 
tutes some record. That is the fine ac- 
complishment of Morris Bros. Shoe 
Co., Quincy, Ill, manufacturers of 
young men’s popular priced welt shoes. 
Discussing his company’s progress, 
Sales Manager A. R. Larson recently 
said: 

“We now have listed about three 
thousand customers who are featuring 
Morris Bros.’ shoes. The new fall line 
is going like a house afire, and the last 
three weeks have been-the biggest in 
the history of this factory. The price 
bogey has not been a retarding factor 
in obtaining new business and opening 
up new accounts. We find that the other 
fellow has also been obliged to ad- 
vance his prices, so we just move up 
the ladder a notch.” 


Greiss-Pfleger Co. 


Increases Capital 


CLEVELAND,: OHI0 (UTPS)—Papers 
have been filed with the secretary of 
state at Columbus increasing the au- 
thorized capital of the Greiss-Pfleger 
Tanning Co., from $4,000,000 to $5,- 
000,000. The present authorized capi- 
tal consists of 60,000 shares of which 
10,000 shares are to be 6 per cent 
cumulative preferred stock, with a par 
value of $100 each and 50,000 shares 
common stock with par value of $80 
each, The preferred stock is to be 
Preferred both as to dividends and 
assets of the company. The preferred 
stock is redeemable after June 1, 1932 
at $105 per share. Edward P. Pfleger 
18 president and Jacob Mathes, secre- 
tary of the company. 





May Shipments Show 


Increase in St. Louis 


St. Louis, Mo.—Business in the 
wholesale district has improved and the 
slump which hit practically all manu- 
facturers in April has turned into an 
upswing in May. Shipments are ex- 
cellent and reports of good increases 
are heard up and down Washington 
Avenue where most of the general line 
houses are located. 

Reports of increases from $100,000 
to $400,000 are expected for the month 
of May. Spring shoes that are still in 
stock are being vushed with vigor to 
make room for the fall styles, the first 
of which were rut into the factories 
during the past week. 

Some of the lines are nearly com- 
pleted, particularly those running to 
more or less staple styles. A few early 
high style shoes have been seen and 
the trial and pull-overs indicate a good 
proportion of brown kid in the darker 
shade for early selling. Some suede 
will be used in combination, but this 
will not predominate in the array of 
patterns. 

Brown kid shoes will be used in com- 
bination with delicate trimmings of 
reptile or slightly lighter shades of 
brown and beige. 

Patents, all predict, will give the 
biggest volume. Some training of 
reptile will be used but many shoes 
will be plain. There is a noticeable 
tendency toward harmonious effects 
rather than contrast. The new color 
to be added to some of the lines will 
be the extreme dark navy blue kid. 
One pattern seen, a pump edged with 
beige, made an attractive shoe. 


New Kinney Store 


Opens in Atlanta | 


ATLANTA, GA. (UTPS)—The new 
Atlanta store of the G. R. Kinney com- 
pany at 65 Whitehall Street, was for- 
mally opened for business on Satur- 
day, May 12. 

This store, which was moved from 
105 Whitehall Street, is in the center 
of the retail shoe store district on 
Whitehall, and is modern in every re- 
spect. Of particular interest is the 
foyer entrance, which is sixteen feet 
deep, and lined with display windows, 
giving the store one of the best dis- 
plays in the city for showing its prod- 
ucts. 

The new Kinney store will accommo- 
date 64 people, and will handle shoes 
for the entire family, specializing on 
$4.98 shoes for women and $5.98 shoes 
for men. N. F. Peterson is manager 
of the store, assisted by W. B. Holy- 
field, Ralph Blakey, I. A. Crooks and 
Mrs. Elsie Peterson. 


Olmsted Recovering 


RocHEsTerR, N. Y. (UTPS).—James 
F. Olmsted, manager of McCurdy’s 
shoe department, is recovering at St. 
Mary’s Hospital here from an operation 


for acute appendicitis. The operation 
was performed May 2 and Mr. Olm- 
sted hones to be back on the job within 
a month. 


WHERE TO BUY 


Women’s Novelties 





It's Worth A Cent 
to get sales-producing ideas 
as well as being kept in 
touch with the latest de- 
velopments in latest fash- 
ion footwear. Send us, on 

a government postcard, 

a your name, and ask us 

to put it on our per- 

manent mailing list. 

Glad to do it for you. 

Samuel Cohen 
Shoe Co. 
72 Lineoin St., Boston, Mass. 


in stock $3 to $6 
sellers. 




















and Price on 
Women’s Novelty 














WHERE TO BUY 
Slipper Quilting 








SLIPPER MANUFACTURERS, 
ATTENTION! 


We Do Quilting 


For good: workmanship and 
quickest service see 


FENKART & SONS, INC. 
815 22nd Street Union City, N. J. 























WHERE TO BUY 


Store Fixtures 


GOOD WINDOW 
FIXTURES 


( I COODWIN & 


PSTER MIA 








DO YOU KNOW? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 
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WHERE TO BUY 


Shoe Drawings 
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WHERE TO BUY 
Ballet Slippers 
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BALLET SLIPPERS 
Made on Right and Left Lasts 
Wom. Mis: 
No. 600 Black Kid. .1. 
Ne. 604 White Kid. .1. 
Coast Prices Slightly 
BROOKS SHOE 
MFG. CO. 


1726 No. 6th 8t. 
Les Angeles—1162 80. Hill Bt. 











Im Stock Black Bal- 
let Slippers 
Ladies’ $1.25 pr. 
Misses’ $1 pr. 
Childs’ $1.15 pr. 
BLOG SHOE CO. 
147 Duane 5St., 
New York, N. Y. 

















BALLET SLIPPERS—IN STOCK 
of the unusual kind 
B102 Bik. Kid Hand Turn 
Soft Toe 

Child’s 6 te ti—$I.35 
Misses 11% te 2— 1.40 
Women’s 8—1.45 

Also Hard Toes 


SCHWARTZ & HERDER, Inc. 
8s Ballet Manufacture 


ialists in Ba 
1 No. 1ith St., Philadelphia, Pa. 


HAND TURNED, BLACK KID 
BALLET SLIPPERS 
STOCK 






















<> 

8 attended 

ROTH & ROSENBERG SHOE CO. 
124 N. Srd St., Philadelphia 


i] 
seat 


Rights and Lefts 
Two Grades 








Wos. Miss. Ohi. 
$1.50 $1.45 $1.40 





Co., died suddenly recently at his home 
in Arlington, Mass. He had during the 
last decade devoted his attention to real 
estate and banking. He was a vice- 
president of the Arlington National 
Bank. He leaves a wife. 





INC. N 











325 West Monroe 


Chicago, Ill. 


1.85 1.80 1.25 fo 
In Stock SMITH N 








Elliot! E. Smith, Dead 


Boston, Mass.—Elliot E. Smith, well 
known in the shoe trade, from his long 
connection, until ten years ago, with 
the management of the Direct Shoe 








Detroit Retailers 
Discuss Problems 


Detroit, MicH. (UTPS).—A num- 
ber of problems common to all shoe re- 
tailers, including the return evil, were 
discussed at some length at the last 
meeting of the Detroit Retail Shoe 
Dealers’ Association, the second meet- 
ing since the revival of interest in the 
organization on the part of local shoe 
merchants, held at the Hotel Tuller 
on Tuesday noon, May 8, and the mem- 
bers listened to a most interesting 
address on the calfskin market given 


Co., Detroit’s largest tanners. 

“The market on raw and tanned 
hides is at present very much upset,” 
stated Mr. Toole. “We scarcely know 
Nwhich way it is going, up or down, 
although indications are that the 
steady rise in prices during the past 
months will continue for a while at 
least. In January calfskin was bring- 
ing 17 cents on the Chicago market 
while today the price has arisen to 
30 cents, and the peak is apparently 
not yet reached. 

“Since the rise in prices has been 
steady it would seem like a time when 
the tanners should be making big 
profit, but such is not the condition, 
as a matter of fact. We are called 
upon to give away a larger share of 
our profit as time goes on, so that while 
our business shows an increase of 25 
per cent in gross volume, our profit is 
actually 15 per cent less than last year. 

“If tanners had been inclined to 
speculate on the leather market during 
the past year they would have made 
a lot of money but most of them have 
not done so. As far as passing on any 
advantage a tanner may receive by a 
rise in the price of raw materials be- 
tween the time of purchase and the 


gran, I see no reason why we should 
0 so. 

“When the manufacturer makes a 
good buy he expects to profit by it 
himself rather than to pass it on to 
the wholesaler. The same holds good 
with the wholesaler and the retailer, 
and, indeed, the retailer and the public. 
If the market went down instead of 
up, no one would help the tanner or 
the manufacturer or the wholesaler or 
the retailer to make good his loss. He 
would have to stand it himself. 

“All types of hides are becoming 
more difficult to get. Calfskihs are 
particularly short in the world market 
this year. Figures on the skins on 
hand in this country at the present 
time 
under the same figure for a year ago. 
In view of this world-wide shortage 
I believe that calfskins will reach 35 
cents or 36 cents eventually. 

“Statistics produced by the Denart- 
ment of Commerce show that calfskin 
is constantly growing in popularity. 
More calfskin is being used particular- 
ly in women’s light weight footwear 
than ever before in history. The de- 
partment’s figures show that 28,000,- 
000 boots and shoes were produced 


by Mr. Toole of Carl E. Schmidt & ) 


time the tanned product is sold is cons | 


show a considerable decrease 
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WHERE TO BUY 
Children’s Shoes 


ide nt 


“ELAM” 


Flexible Turn Shoes 


For the Jobbing Trade Exclusively 
F. S. ELAM SHOE Co. 


ROCHESTER, N. Y. 
Boston Office: Statler Bldg., Room 532 























in women’s models and a decrease of 
a half million in men’s shoes. In spite 
of the increased cost of raw materials, 
the retail price of shoes has not in- 
creased more than about 50 cents a 
pair.” 

. The efforts of the shoe travelers of 
the State to organize andthe securing 
of James H. Stone, newly appointed 
manager of the National Shoe Retail- 
ers’ Association, to address a joint 
meeting of retailers and travelers was 
discussed and M. A. Mittelman, presi- 
dent, and Clyde Davis, secretary of the 
association, were delegated to meet 
with she representative of the travelers 
to make arrangements for the meeting. 

The probable advance in the prices 
of footwear was discussed at some 
length and the retailers agreed that 
it is not good policy to advise the pub- 
lic of this matter nor to discuss it with 
the clerks in the stores, since it is like- 
Ny to undermine confidence. 

The ever-increasing abuse of re- 
turning purchased shoes was the sub- 
ject of a considerable discussion. One 
member stated that the percentage of 
returns in his business, catering to the 
higher priced trade, has arisen from 
3 to 4 per cent over the same period 
of last year. The members agreed that 
a 12 per cent return for high grade 
shoes is as large as the percentage 
should be allowed to go. 

It was brought out tbat the Cleve- 
land merchants are fighting this evil 
through their Better Business Bureau, 
which is using newspaper advertising 
and other means of cutting it down, 
and the individual stores are sending 
out direct mail matter to their cus- 
tomers protesting against the promis- 
cuous use of this privilege. Some 
members credited the department 
stores with responsibility for the evil 
by encouraging . their customers to 
select two or three pairs of shoes and 
to consider them at their leisure at 
home, returning the two pairs they do 
not choose to purchase. No definite 
action on the matter was taken at this 
session. 


Fairfield Rubber Co. 
Takes Over Dept. 


CoLumBus, OHIO (UTPS).—The 
Fairfield Rubber Company, chartered 
recently with a capital of $100,000, 
which is a subsidiary of the H. ©. 
Godman Co. of Columbus, has taken 
over the heel and sole department of 
the Lancaster Tire & Rubber ©o., lo 
cated at Lancaster, Ohio. This com- 
pany went into bankruptcy several 
months ago and the assets excepting 
bills receivable and cash were sold 
May 7 to the General Parts Company 








here last year, an increase of 2,000,000 


of Detroit. 
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8730—Brown Kid Four Loop 8733—Patent Leather One Strap 
Tie. Garter Snake Trim. 14/8 Cutout. Celluloid Covered 
Leather Heel Rubber Top. Has Cuban Heel. Grey Kid Quarter 
Brown Kid Quarter Lining. Lining. 
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These Are Staple Numbers Giving You 
Repeat Customers—Assured Profits 


THE RILEY SHOE MFG. COMPANY 


326 Park St., South, Columbus, Ohio 
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POSITIONS WANTED 
LINES WANTED 

4c per word. Minimum 
ALL OTHERS 


ALL DISPLAY SPACE 
Five 





4c per word. Minimum Charge 75c. 

charge 75c. 

7c. per word. Minimum Charge $1.25 
dollars per inch. Allow 45 words to an inch 


Classified and Opportunities Department 
RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 207 South Street, Boston, Mass., on 
Monday of the week of publication in order that advertisements be published same week. 
Otherwise insertion will be put over to the following week’s issue. 
When advertisers desire answers to come in our care 
twelve words must be allowed for address. When ad- 
vertisers desire replies forwarded direct to their address 
each word of their address must be counted in the ad- 
vertisement and paid for accordingly. 

Payment in advance is required, except when regular 
advertisers, as amounts are too small to open accounts. 




































SALESMEN WANTED 


SALESMEN WANTED 





SALESMEN WANTED 











For Texas, Oklahoma, Missis- 
sippi, Louisiana, Georgia, Ala- 
. Illinois, Missouri, Kansas 
and other desirable territories to 
carry as side line the fastest short 
line of In-Stock Styled 
tive McKay Arch Shoes priced at 
$2.85 and $3.85. Straight com- 
mission basis. Good opportunity 
for big earnings. Address 


Corrective Shoe Company 
14th & Washington Ave. 
St. Louis, Missouri 





SALESMEN 
with established trade 


Territories open—Minnesota, Wis- 
consin, Tennessee, Louisiana, Texas, 
Oklahoma, Missouri, Kansas. Un- 
usually strong line of women’s 
novelty McKay and Welts to retail 
from $4 to $6. Carried in stock in 
widths. Liberal commission ar- 
rangement. No objection if carried 
with another nonconflicting line. 
A real opportunity. Applications 
treated confidential. Address D-525, 
care Boot and Shoe _ Recorder, 
207 South St., Boston, Mass. 





Wanted: 


Salesmen of experienee with 
following, to sell our lines of 
women’s up-to-the-minute novelties 
ranging from $2.35 to $2.85 
carried In-Stock. States open: 
Va. Pa. Ky., Ohio, Iowa, Ills. 
Mo., Miss., La., Texas, Colo., Idaho, 
Wyo., Mont. Wis. Commission 
basis only. Full particulars must 
accompany application. Address, 

0, Boot and Shoe Recorder, 
207 South St., Boston, Mass. 


































SALESMAN WANTED 
for New York State West 7 jentece River, 





also or 

connection on high ‘grade a 
shoes to carry our Idren’s welts as a side 
line. This is an established line, high grade. 
in-stock, widening its selling field. In your 
reply give full particulars of your present 


DURKEE SHOE CoO. 
Stoneham, Mass. 


xz - 











Live wire salesman for Oklahoma 
territory. Established business. 
Act at once to get advantage of 
substantial fall business. Address 
D-521, care Boot and Shoe Re- 
corder, 207 South St., Boston, 
Mass. 











WANTED Salesmen with established trade 
for following territories: Pennsylvania, 
Ohio, Michigan, Illinois, Indiana, and for 
Brooklyn, New Jersey, Long Island. Also one 
for Westchester County and Connecticut. Stock 
Proposition. Full line * a Boys’, Men’s 
dress and work shoes. Moy be carried exclu- 
sively or as side line. Straight commission 
basis, 5%. Submit | sera | in first letter. 
Address D-516, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 





SALESMAN desiring side line of medium- 
priced attractive imported  slippers—5% 


commission, Open territories: New York City, 
Chicago, and New England. Give full infor- 
mation and references in first letter. Address 


D-528, care Boot and Shoe Recorder, 207 South 
St... Boston, Mass. 


LARGE Rubber Manufacturer in introducing 
new and popular line needs to add three ex- 
perienced rubber footwear salesmen. Inter- 
ested only in successful salesmen who can show 
consistent record of sales results and good pre- 
vious earnings. In reply please give particu- 
lars, previous experience, present connection 
and earning. Information held confidentially 
of course. Address D-518, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 


SALESMEN calling on retail and department 
store trade to handle Rhinestone shoe buckles 
as side line. State territory covered, references, 
experience. Liberal commissions. Green_En- 
eg Co., 130 West 25th St., New York 
City, %. 


S ALESMEN WANTED—Short pretty side 
a3 Re First Steps, all in stock. Seven 
Schuylkill 











ferences Ys letter. 
Shoe Con Orwigsburg, P: 


RARE OPPORTUNITY—We are changing 
representatives in the following states in 
which we have established trade: Ohio, Ar- 
kansas, Missouri, Indiana, Tennessee, New 
York state. Want men to carry our line of 
In-Stock leather house slippers as side line. Must 
live on territory and cover same close by auto. 
Give full particulars in first letter. No drawing 
account. Weekly settlements against orders 
received. Twenty men now successfully sell- 


ing line. [Easiest selling commodity in shoe 
game today. Maid-Rite Corp. (Manufacturers) 
35 York St., Brooklyn, New York. 





SALESMAN WANTED: We have an opening 
in several states for a side line salesman, 
carrying our line consisting of a general line 
of shoe novelties and spats. Applicants must 
submit references with their first letter. Ad- 
dress D-503, care Boot and Shoe Recorder, 
189 W. Madison St., Chicago, Iil. 


ae gee to handle a medium grade line 
Men’s Turn slippers, Women’s Turn 
Mules and D’Orsays, Boudoirs and Ballets to 
retail trade. John E. McNamara, Haverhill, 
ass. 


GALESMEN—Are. you making enough money 
on your side line? We have a splendid 
proposition for the right men. If you have 
either an o in a central city, or travel by 
auto, command a good clientele, our line of 
aonely slippers for men, women and children, 
soft and hard soles, will make big money for 








pay commissions and credit you with all 
re-or State.full. particulars in first letter, 
— all about yourself, references, other lines 

and exact territory you cover. Address 
D. 302, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 


, you, Styles and prices sell them on sight. We 
Roo. 











OMMERCIAL SALESMEN:—Bond house 
with headquarters in Chica ro are doing busi- 
ness throughout the Middle West in represent. 
ing General Market Bonds, including Railroad, 
Public Utility, Industrial and Foreign Bonds, 
desires to add four men to its sales organization 
Previous experience in the Bond business not 









necessary. This opening, however, offers Un 
usual Opportunity to a Commercial Salesman, 
between 30 and 45 years of age, who desires to 





change his line in order to broaden his oppor- 
tunities and increase his earning capacity. Reply 
stating age, present position and selling exper- 
ence in detail. Replies held in strict confidence. 
Address D-511, care Boot and Shoe Recorder, 
207 South St., Boston, ‘Mass. 





















POSITION WANTED _ 




















POSITION WANTED: As manager or as 
sistant manager of retail store. Seven years’ 
retail experience. Age 29, well educated. 
Married. « Will travel or consider any shoe 
roposition with future. Address D-4%5, care 

t and Shoe Recorder, 207 South St, 
Boston, Mass. 









UYER-MANAGER with ten years’ success 

ful eer in ladies’ novelties an | correc: 
tives, wishes to connect with good fir: it of 
New York. Address D-517, care Boot 
Shoe Recorder, 239 W. 39th St., N« 
City, Y. 












—, 










QSITION WANTED. I want to connect 
with an up to date retail shoe store or de- 
partment to care for foot troubles. Several 
years’ experience making hand mad le ather 





arch supprts from an impression of each toot 







Middle age, married. Address [)-5’3, care 
Eset and Shoe Recorder, 207 South St., Boston, 
Mass. 











LINE WANTED 


W ANTED—Snappy, line of women’s »oveltic s, 
or line of childs’ to grown girls’ ''rns an 
flexible welts for New York and vicir'ty. Best 
of reference. Fifteen years of experi: ce. \d- 
dress D-519, care Boot and Shoe. ecorder, 
239 W. 39th St., New York City, N. Y. 
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~~ LINE WANTED 


ANTED—SHOE LINE FOR GEORGIA. 
WXcELLENT REFERENCE. RUFUS 
GARDNER, MACON, GEORGIA. 

ANTED FOR CANADA, a line of Wom- 
W en’s Mackay Novelty . priced at 
$2.85 tc $3.75, also a line of Corrective shoes 
ground $3.25, preferably an “In-Stock” proposi- 
tion. Have A-1 connection and have travelled 
territory for twelve years. Best of references. 

"+522, care Boot and Shoe Recorder, 


ly | 
rf South St., Boston, Mass. 











ACIFIC COAST jobber of ornaments, find- 
P ings, desires line Rhinestones and metal 
buckles and affiliated lines with shoe trade. Ad- 
dress D-524, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 





SALESMAN with knowledge of Oregon, Wash- 
ington, Idaho desires full time line for any 
or all of this territory. Good references. Ad- 
dress D-527, care Boot and Shoe Recrder, 207 
South St., Boston, Mass. 





WANTED—-WOMEN NOVELTY SHOES 
ON CONSIGNMENT. EXCELLENT. 
STORE. RUFUS GARDNER, MACON, GA. 














HELP WANTED 








Factory Executive 


An internationally known manu- 
facturer of Rubber Products re- 
quires the services of an experi- 
enced Footwear man. An excep- 
tionally fine future is assured a 
man who is fully competent to 
superintend the Designing, Devel- 
opment, and Production of high 
grade Rubber and Canvas Foot- 
wear. 


Please give age, brief personal and 
business histo and state quali- 
fications for this position in letter 
addressed to D-498, care Boot and 
Shoe Recorder, 239 W. 39th St., 
New York, N. Y. 

















FOR SALE 





FOR SALE 


Best éstablished Shoe Store in the wonderful 


citrus fruit 
Population 22,000 and draws trade from fif- 
teen nearby towns. Health compels us to 
sell. For further particulars write D-513, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 





AMILY shoe Store doing a nice shoe busi- 

ness, rent reasonable, will sell cheap. Rea- 
son—chain Shoe Concern liquidating. Harry 
Kahn, 301 West State St., Trenton, N. J 





OR ‘SALE: Established shoe store in one of 

the three largest cities in Colorado. Address 
D-526, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 








FOR RENT 


ATTENTION SHOE MERCHANT—A real 
., Opportunity for a responsible Retailer of 
Women’s Shoes to obtain space in a progressive 
Dry Goods and Ready-to-Wear Store. Best 
Location—Best Retail City in the Southwest. 
The Kaufman Store, Enid, Oklahoma. 


ATTENTION Men’s High Grade Shoe Manu- 

facturers. A Reliable and Exclusive Men’s 
Clothing and Furnishing Store, established over 

years in a South Central New York State 
location, embracing a trading population of 
100,000; desires to let attractive space for 
Men’s High Grade line of shoes, to retail at 
not less than $10.00 per pair. Kindly commu- 
Micate with D-515, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 








BUSINESS OPPORTUNITY 


MERCHANT NEEDS 














DEPARTMENT AND 
CHAIN STORES NOTICE 


If you are interested in getting in 
touch with one of the leading shoe 
men who is an executive merchan- 
diser and sales promoter as well 
as a professional shoe buyer who 
can give business ideas and is also 
a profit maker, you can find this 
type of man by addressing— 
Wasser Abraham Co. 
208 Essex St., Boston, Mass. 


Advertising Air Balloons 
Size No. 50—8%” Inflated 
$4.00 per gross Quantities 5 gross 

Send us your or more 
and your Ad Assorted Oolore 
W. E. FOLLIS ADVERTISING 


159 No. State St., Chicago, Ill. 




















WANTED TO PURCHASE 














To Be Sure Tuat You REeEcerve 


THE VERY HIGHEST PRICES 


for your retail odds and ends, entire or 

surplus stocks, ask us for our bid (estab- 

lished 40 years). Cash transactions. 

New York Export Purcuasine Corp. 
596 Broadway, N. Y. City 




















HIGHEST CASH PRICES ; 
PAID 


for shoe stocks, slow sellers, etc. Short term 
leases taken over. nsactions confidential. 
Est. 1890. 
MAX GLAUBERG 
436 Grand St., New York City 
Dry Dock 0352. 





B PUMPS -WATER SYSTEMS-NAY TOOLS - DOOR NANGERSE 





MYERS (rne’ 
ORE LADDERS 


MODERNIZE STORE METHOD 

To provide adequate stor- 
age facilities for shelf stock 
—to make it accessible and 
convenient for clerks and 
stock men to handle with 
absolute safety —to insure 
quick service for wholesale 
or retail trade—install one 


STORE ; 
Deep tread steps, full length 
hand grips, rubber tires, 
overhead track system, firm 
construction throughout, 
eliminate vibration and 
noiseand produce a ladder of 
ample strength for safety, 
convenience and efficiency. 
One style only—neat of de- 
sign—attractively finished— 
any height—easily installed 
—meets most requirements. 
Circular on request. 
mt FEMYERS & BRO.co. 
ASHLAND, OHIOG. 























MERCHANT NEEDS 











CAHILL BOX MARKER 
(Copyrighted) 


A VERY EFFECTIVE 
MACHINE 


For printing the stock number, 
description, size and width and 
selling price of the shoes on the 
carton or the index card for the 


Cahill carton. 
PRICE, $4.00 


Mailed on Approval 


—"WiINDOW 
IDISPLAY FIXTURES 


I SEGALLé SONS 


923 ARCH ST. 
PHILADELPHIA, PA. 


| ARE BUSINESS GETTERS 














Milbradt 
Ladders 


Made for 40 years 
by the original in- 
ventors. 


Made in all styles 
to suit any shelving 
conditions. 


Get our price before 
placing your order 


Milbradt 
Manufacturing Co. 
2416 No. 10th Street 
ST. LOUIS, MO. 
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MERCHANT NEEDS MERCHANT NEEDS 


MERCHANT NEEDS 























THE CORRECT STANDARD ris OSCAR ONKEN Co 
isplay Fixtures o duality 


SIZE STICK 1 IN WOOD ONLY, BUT IN MANY PERIODS } UR 
“VARNUM” sciebaciniaieaiinetiiaa tennis CURVED JAW NIPPER 


“MANCHESTER” 


(Trade Mark Reg. U. 8. Pat. Of.) 




















(Trade Mark Reg. U. 8. Pat. Off.) et as v Just the Tool for That Tack | 
The original and foundation size Ist—A good Window Display Man; ; 
stick on which all shoes were first 2nd—Change the Displays very often; —_ _~ nipper 
measured and lasted, te es, cae Pee mb pe oye Py le 






changeable, and nicely finished. 





out tacks on the inside 
of shoes. 


“Manchester” 
Trade . ~y Be. ia | 


MOST ACCURATE 
AND POPULAR 
SIZE STICK TODAY 


Marked with stand- 
ard American, 
French and English 
measures. Three 
styles — 1 — 2 — 3. 
Made of best qual- 
ity maple wood, 
nickel plated trim- 



















ietoee! 


nippers are made | 
high-grade tool steel, 
nickel plated, with 1 
curved jaw that en 
ables you to cut th 
tacks close to the in 
sole. 

Be sure and specify 








ONE BHC Rtas rans 








aang. Always bear in mind that » Genuine rm § 
RETAIL SHOE “MANY SALES ARE MADE FROM THE SIDEWALK”? MANCHESTER” | 
STORES USE eG SS “curved jaw when 
No. 3 This means they have a certain value. ering. { 

If neglected they become very costly. If Write use direct if 





utilized right they can be made very 






























$1.50 Each vroftable. your dealer  cann0| ¢ 
ASK FOR SPECIAL Book N-11 \ supply you. i 
Be sure itis a “Varnum” for most | y SPGML FATURS MADE FR ADVERTISING PURPOSES Price, $4.00 : 
eccurate — 8. One of the Two E Best Lines Made 
The wee Frank W. Whitcher Co. |F 
F. W. Whitcher Co., Mfrs. CINC AT ee ll 
Boston, Mass. Chicago, I. Boston, Mass. 161 ¥. Lake 
























eke SHOE 
LABELS LABELS Do You Know? 















and 
CA Ihre DISTINCTIVE and tf 
SHOE RTONS ’ 7 ‘ That you can buy or sell it throug)| 
EXCLUSIVE BUT NOT EXPENSIVE PERMANENT MARK is 


the “Where to Buy” columns. This) 
| ee KLUGE feature in its quick service is s tin‘| 


%49-27) LEXINGTON AVE., BRODKLYD, ont WE >; AVI N Cc ¢oO. saver in meeting immediate needs | 


AMERICA’S GREATEST 
SHOE CARTON & LABEL MPGS | N Y.¢ 


ONSIN &I130 


SAMPLES UPON REQUEST 
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WINDOW 
MESSAGES 


Colorful—Smart—Effective 


RECORDER Window Cards help you to pull in customers 
thereby helping you sell more shoes 





RE ARORA NA Rat a le Eh ye Me 


Make your windows as effective as the 
chain stores do theirs. 

Get the group idea or display in your 
trims. This method gets the window- 
shopper’s attention centered upon one or 
more definite styles you wish to concen- 
trate your selling effort upon. The 
RECORDER card service supplies the 
proper “Window Message” for each 
group idea, either style, quality, value, 
fitting or seasonal. 





RECORDER CARDS are of a differ- 
ent design and color each month; 
—they are more adaptable to the average 
shoe merchant’s needs; 

—they are just the right size to attract 
attention and are easily read six to ten 
feet away; 

—they do not hide the shoes, neither too 
tall nor wide; 

—price tickets each month harmonize 
in color with the cards. 





This Is What You Receive 


E looked a long time before we selected the beautiful 
VA) putsthoeme two-toned easels which are a part of this 
These bases neatly present the cards at proper 


service. 
reading angle. 
Eight cards per month. Shape, design and color different each 
month, similar to those reproduced above. 
One hundred price tickets to harmonize with the cards each 
month. 
Four (4) Art Easel Bases with store initial, sent with first 


month’s shipment of cards. 
$ 4.00 


Per 
Month 


Qa For men’s exclusive shops, special assortment of cards is offered 


RECORDER SHOW CARD DEPT. 


189 W. MADISON STREET CHICAGO, ILLINOIS 


Tear off and Mail This Coupon 


BOOT & SHOE RECORDER 
189 W. Madison St., Chicago 


Please send the RECORDER SHOW CARD “Sell- 
ing Messages" Service for one year, consisting of 
eight new cards each month, and four polychrome 
art easels with the first month's service, beginning 
with cards for July, for which we will pay $48.00, 
payable $4.00 per month. 


$45.60 per year if paid in advance 


We prefer the (silver) (gold) easels. 


We sell men's, women's, children’s shoes and 
hosiery. 

(Cross out lines not carried.) 
We want the following initials on easels: 


(Not more than two; if hyphenated, 
so indicate.) 


(June 2 issue) 
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for the right purpose, to the right wearer, in the right fitting, for the 

right price, at the right profit. This is the great problem of the retail 

shoe merchants. The chief purpose of THe Boot anp SHoe ReEcorDER 

is to help solve it; for this is the basic problem upon which depends 

the progress of the entire allied industries relating to shoes and leather, 
their production and distribution 
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Around the Country 
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ELABORATENESS . 
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MEN’s SHOES FOR FALL 
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Next Wee 


you will find 


in the 


Boot and Shoe 


Recorder 


HOW us any six dollar sellins 

item, in any that needs 
the time and salesmanship compara- 
ble with the sale of a pair of shoes. 
Certainly a proper appreciation by 
the public of the service rendered by 
the store is needed. 

Joseph J. Eeekhard of Eckhard 
Brothers, Alton, IIL, “Some 
women spend as much time in select- 
ing a six dollar pair of shoes as 
other people do in buying an auto- 
mobile. Can there ever be a method 
devised for making the time killer 
pay a price commensurate with time 
and talent consumed?” 


store, 


says: 


“ HEN patterns change and 

new straps and designs bring 
in new fitting problems, there should 
be a new interest in the lines of 
stress and strain on the human foot. 
We hope to illustrate in the June 9 
issue those practical fundamentals 
in shoe fitting values that every de- 
signer and shoe man should know. 
There are certain lines in the foot 
that properly hug. No one last is a 
100 per cent fitter, but there are 
more new lasts, having more fitting 
values, due to new studies on the 
placement of the wood and the posi- 
tion of straps and foxings. 
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NUMBERS TO RETAIL AT $15 


TWO VOLUME BUILDIN 


To smartly dressed women everywhe 
the name “Gordon” has been made 
mean “style in hosiery.” They mu 
come to you, our distributor, for 0 
V-Lines, our Narrow Heels, and o 
Shadow Clocks. Yet we know that {i 
every day wear these women also } 
great numbers of stockings at a pri 
around $1.50. 


Do they get them from you 
or do they go elsewhere? 


You can get this trade with Gord 
numbers 315 and 420. You can gel 
easily, for “Gordon” already mea 
“style” and “quality” to these custome 
of yours and ours. 

Round out your Gordon Depa 


Or don 
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DIN@ ment and get this volume business by 
stocking these two popular priced Gor- 
1.5 don numbers. 
No. 315 is chiffon, silk from top 


to toe, interlined with lisle at the welt 
rywhe and foot. 


nade No. 420 is a semi-service weight 
y mu number. It has a four inch lisle top 
for 01 and our Narrow Heel. 
nd o1 Both numbers cost $12.00 to retail 
that fi at $1.50—the best stockings we know 
Iso bi of at the price. 

a pri Send in your mail orders for at 

once delivery. Available in the same 

on smart Spring colors as our V-Lines and 
o? Narrow Heels. 
Forde 
in. get 

mea 


“~BROWN DURRELL COMPANY 


Depat 11 West 19th St. NEW YORK CITY 
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The forecast for 
Hosiery 


New York and Paris: Pre- 
dictions for the warmer 
months are that white and 
light shades will be worn 
more than ever before. In 
all probability, the heav- 
iest demand for full-fash- 
ioned, pointed heel hos- 
iery will be for the shades 
listed below: 


Champagne 
Honey Beige 
Petal Rose 
Flesh 

Shell Grey 


White 
White Jade 
Nude 
Atmosphere 
Plaza Grey 


Undoubtedly there will 

be some call for the deeper 

shades, such as: 

Alesan Evenglow 

Dust 

Grain 

Misty Morn 

Blue Fox 

Josephine Baker 
Gunmetal and Black 


Seasan 

Dove Grey 
French Nude 
Me-ida 
Sandy Beige 


With this full range of 
colors for every need and 
occasion, you will be in 
a position to satisfy the 
most exacting clientele. 
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Hosiery in the 
“ensemble”’ 


No one questions today 
the dominance of hosiery 
in the ‘‘costume en- 
semble.”’ It is the linking 
note between the style of 
reptilian’ leathered foot- 
wear and the rising hems 
of the season's daintiest 
fabrics. 


And, of course, the finer 
footwear and frock, the 
finer hosiery must be. 


In TreZur, an ideal ac- 
companiment is found to 
distinctive frock and foot- 
wear. TreZur's pointed 
heels lend grace to femi- 
nine ankles while subtly 
complimenting the ‘‘en- 
semble.” 

For every occasion, be it 
business or social event, 
TreZur is the silk hos- 
iery. 


PrP r>>>>>>>>>>>>>>>>>>>>>>>>>>>>>>>>> 





The Com plete 
Hosiery Depan. 
ment + TREZUR 


Pointed Hec! Hosier 
FULL FASHIONED 
lL < / ‘ 


Pure Silk with ¢ 
Style 

§0 Chiffon w 
to tip 


€ lisle sole 


Four inch wel 
55 Medium w 
able 
555-OS SPECI 
medium weight 
65 Extra | 
weight 

All Pure Silk 

60 Fine gaug 
Picot Edge 
70 New im 
chiffon weight 
75 Forty-f 
weight 
80 Extra 
extra lengt 
Edge 
90 Forty- 
thread = chitf 
Edge 
100 
thread Ingra 
silk, ultra shee 


with Picot I 


TreZur Square Heel 
105 Service w espec 
constructed silk 

with sole a 

lisle.... 


Term 


Extra f 
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COMBINE 


HOSIERY CORPORATION 


-- 1107 BROADWAY ---- NEW YORK CITY -- 
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Mrs. Agnes Burke 


UNNING five 
successful ho- 
siery de- 


partments in as 
many shoe stores in 
the city of Wash- 
ington, D. C., is a 
man sized job, yet it 
is done, and quite 
successfully, too, by 
a slender slip of a 
young woman who not only has 
not only made a success of busi- 
ness but finds time for home- 
making besides. Sometimes she 
combines the two, for frequently 
she invites the salesgirls who work 
for her in her departments for an 
evening party at her home. She 
gets a lot of fun out of giving a 
party for the girls, and says it 
helps tremendously in keeping up 
the morale and human spirit in her 
departments. 

When we asked Mrs. Burke, head 
of the hosiery departments in the 
five Hahn stores in the nation’s 
capital, to tell us what she consid- 
ered the most importait factors 


/- 
2.( olor 


“These Three, in 
Their Order,” Says 
Mrs. Burke, “Are 
the Most Important 
Factors in Running 
a Hosiery Depart- 
ment.” 
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Quality 


3W eight 


in successfully con- 
ducting a _ hosiery 
department, she an- 
swered: 

‘*You can’t do 
business without the 
right kind of mer- 
chandise. You must 
first buy properly in 
order to sell suc- 
cessfully—and_ the 
most important points to keep in 
mind when selecting your stock is, 
first, quality; second, color; and 
lastly, weight. 

“Maybe I am a fanatic on this 
subject of quality, but I am thor- 
oughly convinced that a_ hosiery 
department, in a shoe store at least, 
that does not have high quality of 
merchandise as its foundation can- 
not ever hope to succeed. Cut price 
sales and the foisting of substand- 
ard merchandise on the public gets 
vou nowhere. Perhaps I am so in- 
sistent on quality because here in 
Washington we have been deluged 
with sale after sale of cheap mer- 
chandise, seconds masquerading as 
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915—4 thread, 48 gauge, with Picot top, $22.75 per dozen the righ 
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Merchants believe in the Fleur-de-Lys because its tradition is vogue fi 
artistically correct and needs no defense. people hh 


Turnover and profits are increased by carrying the Fleur-de-Lys that she 
line of Silk Hosiery. for ma 


Full line of beautiful shades for immediate delivery, including 
the Pastel Shadow shades—Irisglow—Pine Frost and Old Blue. 





Now made in three great stockings 


Far sighted shoe merchants all over the country are coming to 
realize that the Fleur-de-Lys idea in hosiery is a great refine- 
ment. 


KRUEGER-TOBIN CO., Inc. 
2 PARK AVENUE, NEW YORK 


“Style Originators and Sports Hose Creators” 
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frsts, until the public is almost at 
the point of rebellion. This move- 
ment to have all second quality ho- 
siery plainly marked as such has 
my heartiest indorsement. We 
never have sold and never will sell 
substandard merchandise, not only 
because ve don’t think it is ethical 
but because we know it doesn’t pay. 

“IT don’t mean that you need carry 
the most expensive hose in the 
country in your department, but 
everyone in the trade knows that 
you can’t go below certain prices 
and get a stocking that wili give 
any kind of reasonable wear and 
service. 

“Next in importance comes the 
proper selection of color. I study 
the fashion books and color cards 
until I have a good idea of the gen- 
eral color trend. Then I! have 
swatches of every leather in which 
shoes for the coming season have 
been ordered sent to my desk. I 
use these swatches when making 
my hosiery purchases so as to get 
exact matches or the proper har- 
monies. I know that I will have 
the right stockings to go with the 
shoes that our stores are selling. 

“Weights also are important— 
more important, I think, than the 
average manager of a hosiery de- 
partment thinks they are. In this 
vogue for sheer hosiery, a lot of 
people have lost sight of the fact 
that sheer hose are inappropriate 
fr many occa- 
sions. Also I find 
a lot of women 
who figure that 
sheer hose, because 
of their more frag- 
ile character, are 
not as economical 


sheers. I always 
have plenty of ser- 
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vice weight silks for wear with 
walking shoes and oxfords. We 
show them to our customers, rec- 
ommend them and sell them. 

“We carry a few novelties, but 
always play them cautiously. I 
always look at all the new things 
in the way of colored heels, fancy 
heels, or similar novelty hose, but 
I buy them sparingly and watch 
our consumer reaction to them 
closely. I didn’t get stuck last year 
on colored heels because I carried 
only a few of them, and when the 
demand started dropping off I 
stopped buying. We still have a 
demand for black heels on gun- 
metal and dust hose, however.” 

Mrs. Burke makes it a point to 
check up on her sizes and colors 
once a week and fills in her stock 
accordingly. Thus her stock is 
always in good shape and she is 
enabled to catch any change in de- 
mand quickly. 

All the salesgirls in her hosiery 
departments are paid a straight 
salary plus a commission for sales 
beyond a certain figure, and the 
shoe salespeople in the store are 
paid a commission on hosiery sales 
that result from their recommend- 
ing hosiery to the shoe customers. 

She also finds that sales are 
stimulated by a special price on 
three pairs purchased at a time. 

The salesgirls are instructed to 
suggest the three pair boxes to 
customers, using 
the argument the 
saving on prices, 
plus the wisdom of 
buying at least two 
pairs in the same 
color in order to 
have “spares” for 
replacement in case 
one pair is dam- 
aged in wearing. 
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ROMILLA 
FRANCH IVE 


PROMOTES PROFITS—REMOVES RISKS— 
BY ENABLING YOU TO... 


1—keep stock filled in by daily shipments... 
2—receive fall credit on display-faded hosiery ... 
3—exchange slow-moving colors for complete credit... 
4—offer a repair service below cost —25c... 

5~—obtain display cards, mats and advertising ideas-frec... 
6—make a special agreement for territorial protection... 
7 — return the line at full cost after a trial period ... 


Os 


A COMPLETE LINE OF 
“FEATURES AT POPULAR PRICES” 
— full fashi d hosiery only — 
MILLER HOSIERY COMPARY, 
330 FIFTH AVENUE 
NEW YORK 





HOSURY COMPLETE STOCK ALSO CARRIED AT —- HOSIERY 
Chicago—North American Bldg. State & Monroe Sts. San Francisco—51 Fremont S! 
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About 
WOMEN’S 


Flosrery 


DETERMINED effort to 
Aff stam out the practice of 

selling seconds in women’s 
silk hosiery as firsts is sweeping 
the country. Better Business Bu- 
reaus in forty-three cities have 
taken up the problem and are call- 
ing meetings with the retail inter- 
ests in their communities. Several 
of these meetings have already 
been held. Sentiment against the 
practice is growing rapidly. The 
newly organized Hosiery Distribu- 
tors’ Institute is taking up the sub- 
ject seriously. Perhaps soon the 
unscrupulous retailer will be afraid 
to offer seconds without stating 
they are seconds, and the manufac- 
turer will have to mark his seconds 
plainly. 


CF)RICES on all silk hose for the 

next few months apparently 
have been stabilized at about the 
same levels prevailing now. Large 
knitters supplying the jobbers have 
opened the new season at un- 
changed prices. It is significant 
that new numbers in the way of 
finer gages and narrow heels have 
been added to the big staple lines. 


(REMBERG hosiery continues to 

get a big play. Having made 
a stir in the full fashioned field, 
Bemberg is now invading the net or 
mesh hosiery end of the business 
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and at least one leading distributor 
will offer net Bembergs in the near 
future. 


ETS continue to _ provide 

plenty of action, although 
some strong complaints against the 
cheap cut and sewed nets are com- 
ing in, and prices are rather weak 
for this class of merchandise. Full 
fashioned nets, well made, however, 
are still in the class of desirable 
merchandise. New patterns in the 
mesh have been introduced and it 
now looks as if nets have made a 
definite place for themselves, if not 
as a staple, at least as a semi-staple. 
The chief difficulty with the cut 
and sewed net, mainly in milanese, 
is with fitting qualities. If prop- 
erly made, of course, they fit well, 
but apparently there are a large 
number on the market that are not 
properly made. Some are turning 
to seamless knitted meshes in pref- 
erence to the low priced cut and 
sewed numbers. 


HERE is }ittle talk as yet about 

Fall colors in women’s silk ho- 
siery. With browns running strong 
in garments and shoes, it is likely 
that the deeper shades in hosiery 
will come ir for consideration. 
There is no indication, however, 
that the vogue of wearing hosiery 
lighter in tonal value than either 
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Taking Stock in Stockings 4 
After all, quality tellhm—and SELLS! Mojud 
Phantasy Mesh Hose has spread its net of sales 
from coast to coast. Here you will find beauty 1% 
and duty at a price that allows a real profit. 
Put stock in Phantasy for its dollar and sense 
value; your only come-back will be for more! A 


Mojud 


Phantasy 


MESH HOSE 


+4 Oi> 


$30.00 


per dozen 





Offered in these charming shades: Send for samples, specially packed 
White, Flesh, Evening, Sable, one pair to a box! Mojud 
Kasha, Bambon, Nutone, ; Phantasy Mesh Hose is ready 
French Beige,  Crevette, A= for immediate delivery; new 
Nut, Silver, Ali Baba, Si i > facilities have enabled P 
Manon, Gun-Metal, , , f x us to keep up with is th 
and Black. New ar, bo es . the demand as al 
ones are con- _ A he a eens . Cash n little 
tinually dt 3 ; te 3 fl + Bs, 7 2 7 cuffs 
j . : ; adop 
bath: 
big s 
is al 
sumn 
as in 
wool 
as CC 
like. 


A 


iA 
Pats 
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DSON Inc. 


212 FIFTH AVENUE, NEW YORKE.NY. | 


MILLS: GREENSBORO, NC. PHILADELPHIA, PA LONG ISLANI 
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shoes or costumes will give way be- 
fore next Fall. With blue shoes 
touted to continue in popularity 
into the early Fall at least, gray 
hose to go with them look like one 
safe bet. 


REDICTIONS that 1928 would 
P recister a new high water mark 
in the volume of women’s sport ho- 
siery are being justified. Lisle and 
light weight wools are going big. 
A new entrant into the sports hose 
field for women is the semi-sheer 
silk, with a clock or otherwise deco- 
rated to give it a sports flair. The 
argument here is that the silk does 
not catch on woolen garments in 
active sports wear as does the less 
glossy lisle or wool. 


HE one outstanding item in 

the sports hose field, of course, 
is the tennis sock, first brought out 
as an adjunct to that game. These 
little short socks with turnover 
cuffs, after a short time were 
adopted for golfing and then for 
bathing at the winter resorts. A 
big sale of them for bathing wear 
is anticipated in the north this 
summer. They come in lisle as well 
as in all wool, silk and wool, and 
wool and lisle mixtures with cuffs 
as conservative or as wild as you 
like. 


— effort toward price 
stabilization in the hosiery 
field is seen in the decision of the 
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National Association of Hosiery 
and Underwear Manufacturers to 
establish a cost department, which 
will enable its members to more ac- 
curately determine their actual 
costs. It is contended that some 
prices are made without manufac- 
turers knowing their real cost upon 
which to base a selling price. 


MAGINATION sets the only 

limit on hosiery displays these 
days. Avedon’s, Fifth Avenue, 
New York, last month put in a 
crowd stopping hosiery window in 
which leg forms, clad in silk ho- 
siery of the new spring shades and 
satin ballet slippers gave a real 
kick. The forms were pushed 
through holes in a black velvet 
back-drop and by mechanical de- 
vices were made to kick to the left 
and right. Motion always stops 
the crowd. Not long ago another 
Fifth Avenue store used the same 
idea more simply worked out. In- 
stead of a leg form, a flat wall 
board form, in the shape of a leg 
was used, the stocking was drawn 
over it, and the single leg, from 
behind a screen, moved up and 
down. Another clever window, 
showing a good imagination was 
seen in Philadelphia recently. The 
store was exploiting a new hosiery 
shade called “sawdust.” The win- 
dow was filled with sawdust as a 
floor covering, and interspersed 
with the hosiery were a number of 
small saws. 
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Full Fashioned 


(QUAKER HOSE 


with the stylish 
PICA HEEL 


757—Service Sheer 703—All - Chiffon 72S—Picot Top—all 666/S—Lace clox 303—3 Thread all silk chit. 
4 inch lisle top solid silk sole silk chiffon all silk chiffon fon—Finest pure dye stock 


ing made—Picot Top 


QUAKER HOSIERY COMPANY 


Mills: Philadel phie Salesrooms: 358 Fifth Ave., New York City 
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—N)arker "TONES 


j HELI! 1VING 
that the 
plain, conser- 

ative types of ho- 

iery for men have 
een a bit over- 
layed, to put it 

ildly, leading im- 

borters and pro- 

ueers, in shaping 
heir fall lines, are bearing down 
more heavily on the fancies. This 
joes not mean that we are to again 
ee a riot of color and an orgy of 
pattern. There is restraint in both 
olor and pattern, but both designs 
nd shadings have more kick to 
hem than has been the rule lately. 

Two or three things stand out 

prominently in the views that have 

been given of advance fall lines of 
men’s hosiery. First, it looks as if 
isles will play a more important 
bart in the winter season than 

second, all-wools_ will 
be lighter in weight, and there will 
be a = demand for wool and rayon 


—Green 


mixtures 
re given consider- 
ble prominence, 


been produced, 
many of them suit- 
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New Lines of Men’s 
Hose for Fall Show 
Livelier Patterns 
and Soft Colorings 
and Red 


Introduced 


able for evening 
dress wear. Green, 
in dark, deep 
tones, is a new fall 
color and has a 
place in almost 
every line. Plum 
and maroon are 
also touted as new 
and good fall 
colors in men’s hosiery. The usual 
tans and browns, of course, are 
taken for granted. All colors are 
soft and deep in tone. 

Vertical stripes are still with us, 
but such things as cross-bars, dots 
and all-over tiny figures are newer. 
Few solid colors are being shown 
so far, and then they are confined 
mostly to the popular English 
ribbed numbers. Broken diamonds 
in patterns bordering on the mod- 
ernistic, bird’s-eye effects and simi- 
lar small designs are proffered in 
the new fall lines. New clock 
effects are displayed, one of the 
newest being a woven jacquard 
clock on which is superimposed a 
hand - embroidered 
clock in bright 
colorings. 

When it comes 
to golf hose, the 
tendency toward 
more pattern is 
still more _ pro- 
nounced. Plain, 
solid color’ golf 
hose have been at 
the top of the heap 
for several months. 





THAM ITHAM 
GOLDSTRIPE GOLD STRipE 


Announcing 
the Most Important Addition Ever 
Made to the Gotham Line 


In response to the demands of thousands of buyers, and 


hundreds of thousands of Gold Stripe wearers, we are now 
making Gotham Gold Stripe stockings with pointed heels. 


To-day, the pointed heel is a staple—as necessary a part of 
every hosiery department as a square heel. Both must be 
represented—not only in every hosiery department—but in 
every hosiery line. And because we want the Gotham Gold 
Stripe line to be absolutely complete, we have added these 
two pointed heel numbers—525 and 885. 


These two new styles embody the most important features 
any stocking can possess—a beautiful appearance, proven 
wearing quality, Gold Stripe garter protection AND the 
pointed heel. 


The ONLY Pointed Heel Stockings with garter run 
protection are the Gotham Gold Stripe numbers: 


525 885 


Chiffon silk to the top with a_ A service weight stocking—silk 

silk plaited foot and all silk to the gold stripe with cotton 

pointed heel. feet and welt. With pointed 
heels. 


$15.00 per dozen — to retail at $1.95 


Gotham Silk Hosiery Co., Inc. 


manufacturers 


389 Fifth Ave., New York City 
mills at: Philadelphia, Dover, Passaic, Wharton and New York 
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he COLOR Trend 


EREWITH are listed the 
latest best selling colors re- 
ported by various organizations: 


Gotham Silk Hosiery Co. 


Sheer Service 


1. Season 1. Grain 
2. Grain 2. Seasan 
3. Pecan 3. Pawnee 
. Pawnee 4. Pecan 
5, Tansan 5. Tansan 


Cooper, Wells & Co. 


Sheer Service 


. White Jade 1. White Jade 
. Mirage 2. Mirage 
. Pearl Blush 38. Skin 


Dexdale Hosiery Mills 


Sheer Service 


. Samoa . Samoa 

. White . White 

. Nothing . Harmony 
. Harmony . Charme 
5, Charme . Nothing 


Holeproof Hosiery Co. 


Service Sheer 


1, Sylphe . Amourette 
2. Amourette . Caprice 
3. Diane . Sylphe 

4. Moderne . Diane 

5. Nectaire . Nectaire 
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Allen-A Co. 


Sheer Service 


. Naturelle 1. Shell 
. Shell 2. Naturelle 
. White Jade 8. White 


Arrowhead Hosiery Mills 


Sheer Service 


. Honey Beige 1. Pearl Blush 
. Grain 2. Champagne 
. Pearl Blush 3. Honey Beige 


Artcraft Silk Hosiery Mills 


Sheer Service 


. Mimosa . Mimosa 
. Biarritz . Biarritz 
. Will-o’-the- . Gunmetal 


Wisp 


. Beige Blonde . Zine 
. Gunmetal . Caprice 


Realart Silk Hosiery Mills 


Sheer Service 


. Grain . Blondine 

. Manon . Vanity 

. Kasha Beige . Cinnabar 

. Lido Nude . Tawny 

. Blondine . Kasha Beige 


Kramer Hosiery Co. 


Sheer Service 


. Mirage 1. Mirage 
. Pearl Blush 2. Skin 
. Tansan 3. Honey Beige 





The latest offer- 
ing in novelty 
heels, the checker- 
board, made by 
jacquard = ma- 
chines. Courtesy 
Lehigh Silk 
Hosiery Mills 


Heavyweight lisles for ‘3 

winter look promising. ae Women 
Here are two new German 2 4 hose a 
made numbers from the / ) good ¥ 
Van B. Moler line. One is a be po 
a cross bar pattern that | oa into th 
comes in a variety of wees ey This is 
colorings and the other is , quard 
a novelty clock effect, the duced 
embroidered clock being range 
hand worked on a jac- " impo: 
quard design knitted in Kruege 
when the sock is made 
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Tennis socks, little 
more than stocking feet 
with, gaily colored or 
plain tops, have been 
adopted by golfers and 
bathers. A new colored 
strive design imported 
in wool or made do- 
mesiically in cotton 
fron the line of the 
Krueger-T obin Com- 
pany 


Small patterns are touted for 
leadership in men’s Fal’ 
Hosiery. We show here a new 
Glengairn sport hose, all wool, 
in bird’s eye diamond pattern 
with vertical striped cuff, and 
an all wool domestic half hose 
in diamond futuristic pattern. 
Courtesy of Sulloway Company 


Women’s lisle sport 
hose are having a 
god run and will 
be popular right 
into the fall season. 
This is a new jac- 
quard pattern, pro- 
duced in a wide 
range of colors and 
imported by 
Krueger-T obin Com- 
pany 
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From 
One 


“PAULINE” 


DEAR PAULINE: 
OUR letter 
) was just what 
I wanted.. I 
have ordered sam- 
ples from adver- 
tisements in the 
Hosiery Section of 
the BooT AND SHOE 
RECORDER as you 
suggested. When 
they came in I selected three lines 
of staple goods, placed my orders, 
and also bought a few novelties and 
a very few sport hose. Now I am 
waiting for the stock to arrive. 

I’m glad you made the sugges- 
tion about getting cases with a 
pretty and bright finish on the 
wood. My new ones have just 
come in. Also, your suggestion 
about the lighting was mighty fine. 
I wouldn’t have thought of little 
things like that, myself, but since 
I have followed out your ideas 
everyone tells me that my depart- 
ment is wonderfully attractive 
looking. I have the prettiest oak 
finish case you ever laid your eyes 
on. Honest, you can see your face 
in it. It has glass fronts in it, too. 

Now, please send along a letter 
telling me how to arrange my 
stock. You know, you promised to 
give me all the help I- wanted, and 
I am going to hold you to your 


Series by 


a 
ment, 
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In This, the Second of a 


Pauline Gives Her Friend 
Jane, the New Manager of 
New Hosiery Depart- 
Some 
Stock Arrangement and 
Display —TueE Epirtor. 


H osiery Girl 
to 


Another 


promise. Later |’ 
need some advice 
on __ selling, but 
right now, before 
my stock comes in, 
I want some ip- 
formation on 
proper arrange. 
ment. 

Do write soon. 

With lots of 
love, yours, as ever. JANE. 


Miss Spicer, 


Advice on 


Birmingham, 
Alabama, 
June 2, 1928, 
DEAR JANE: 
UESS I’ll excuse you for not 
telling me more about yourself 
this time, for I know how busy you 
are. However, I am just crazy to 
know how you are getting along 
with your department. Well, let’: 
see. Where did I leave off, any- 
way? Honest, there is so much to 
write about. 

I am sure your new hose are in 
by now. I can see you working 
with them. It is so much fun 
marking and arranging new stock 
I’ll tell you how our stock is ar- 
ranged, which might give you some 
good ideas. 

I hope your hosiery case has 
drawers with glass fronts in it. | 
am sure it has, for all the better 
stores have this kind now. The 


19-9 





ater |’l} 
advice 
gz, but 

before 
mes in, 
me in- 
on on 
rrange- 


soon. 
ots of 
JANE. 
gham, 
labama, 
1928, 


for not 
‘ourself 
Isy you 
razy to 
- along 
ll, let's 
f, any- 
1uch to 


are in 
orking 
h fun 
stock. 
is ar- 
1 some 


e has 
» it. I 
better 

The 


1925 


stock can be kept so much neater 
and cleaner in a case of this type. 

We start with the most expen- 
sive chiffon hose at one end of the 
department, then the next lower 
priced chiffon in square heels, each 
price and weight occupying a line 
of drawers. The pointed heel chif- 
fons and semi-chiffons are in the 
center section of our department, 
with the heavier square heel 
weights next, then the sport hose 
and novelty hose at the other end 
of the department. We keep but 
one shade in each drawer; our sizes 
are arranged in front 8-812-9, in 
back 915-10. It won’t be long be- 
fore you can put your hands on 
anything with your eyes shut. 

You know, Jane, keeping stock 
well—in fact, doing any kind of 
work—is like keeping house, so ar- 
range your stock as you would 
your chairs and tables in your 
home. You know, you live at your 
work and sleep at home, so make 
your department a nice house to 
live in. 

Oh, yes, Jane, about your dis- 
plays. It is easy to display hosiery, 
for it can be shown with shoes, 
pocketbooks, gloves, scarfs and 
many other things. It isn’t a bad 
idea to display a few on your ho- 
siery counter, but for goodness 
sake take a fool’s advice and don’t 
put the very sheerest and prettiest 
ones out, because, well, you know 
how it is—women just have to han- 
dle them, and in doing so a lot of 
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them are unnecessarily ruined. 
Then, too, by not putting the more 
expensive ones out, you have some- 
thing just a little prettier to show 
Mrs. Customer. 

Change displays often, Jane. 
You know you get tired of seeing 
the same old thing day in and day 
out, don’t you? That is the way 
of customers; while you meet new 
customers each day, still the old 
ones are coming in, too, and they 
expect to find something different. 
It is silly to tell you to keep your 
displays looking nice, Jane, for I 
know your whole department will 
look like a pin all the time. Just 
the same, it won’t do any harm for 
you to go around and visit some of 
the other departments and just see 
how their housekeeping IS DONE. 

It’s true, hosiery isn’t hard or 
heavy work by any means, but you 
have to be on the job and keep the 
stock neat all the time. Jane, I 
can’t begin to tell you anything 
about selling hosiery this time, and 
I am afraid when I do write my 
few experiences it will take a big 
letter, but I guess I’ll just be nice 
to you and write two. How’s that? 

Well, Jane, I’ve been looking for 
a letter every day, but guess you 
are terribly busy, aren’t you? But 
let me know al] about how you are 
getting along. 

With lots of old-fashioned love, 

Your pal, 
PAULINE. 





Hosiery and Shoe Store Accessories 








STEEPLE HEELS 


THE MOST POPULAR SLENDERIZING 
HEEL IN AMERICA 


Successful from the start, 
Steeple Heels are selling 
in greater volume than 
ever. Fine chiffon stock- 
ings combined with the 
delightful Steeple Heel 
design which flatters 
even the most difficult 
ankle. 


No. B50—$15.00 doz. 
To retail at $1.95 


45 gauge, 5 strand chiffon, 
30” long, pure thread silk 


e5eSesesesesesesesesesese! 








from toe tip to top—self 
spliced with silk plaited 
sole. 


IN ALL THE 
WANTED SHADES 


-STEEDLEHEEIS. 


Gesesesesesesesecesesesc Sesese'(Sg)e5eseSeseseseseseseseseses 


Trade Mark Reg. Pat. Pend. 


GOLD MAID HOSIERY 


SOLE DISTRIBUTORS 
319 W. Jackson Blvd. Chicazo, Ill. 


—, 


{SPiesesesesesesesesesese 
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”y the Modern (/anner 


‘ ig a very effective and Spring”’—in a pair of silk stock- 

ioynistie piece of direct- ings. A bit incongruous? Perhaps 

mail advertising from —but it gets your attention right 

- department of the Davi- away, which is all that the “lead’”’ 

Co., down in Atlanta, of a direct-by-mail advertisement 
is supposed to do. 


YE UR NEW Spring showing of *Marcia 
Silk Hosiery (sold exclusively at 
this store in the South) is more cx- 
tensive than ever before. Every pair 
full fashioned of pure thread all-silk 
from top to toe—and offered in 12 new 
Spring shades and in sheer service 
and chiffon weights. 


vy carefully it is designed In the lower right-hand corner a 
ed. In the upper left- dozen of the new spring shades in 
Start, 1ecr is the “Spirit of silk stockings are cleverly shown, 
elling 
than Bi 
stock. Ad o Every pair of silk stockings offerce 
h the 5 ipemares 
uy 
Heel A 
atters [9 
ficult q 
) doz. : . 
| resentinge— 
Al 
niffon, fi ° 
d sik UE CMAUCLOL 
—eelf Bg Hosiery. 
slaited a 
7 
nl 
a 
I 
nd 
| 
i 
u 


CMELICIOL Nemo CMOUCICL we. 206, 
Alt ilk chiffon wih wo X All alk chide. Rein 


Reietonced tect sed toe. E95 tar servace 


ATLANTA—Afteated With Macy's—New York 


| 
: 
| 


{SPiesesesesesesesesesese's 
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oka) 
Bobital 
Vet osiery 


Double the beauty 
Double the wear 
Double the popularity 


SEVERAL months 
ago a perfected net of 
exquisite beauty made its appearance, and 


—hbecause they were beautiful, 


—hbecause they resisted wear to an amazing 
degree, 


—because they were first to be fashioned 
complete without a side seam on the 
foot 


they were ordered by discriminating buyers. Lehigh has 
watched with the keenest satisfaction, the outstanding suc- 
cess of this number. Added facilities for production now 
assure rapid deliveries on current orders. 


LEHIGH SILK HOSIERY MILLS, INC. 
294 Fifth Avenue, New York, N. Y. 
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Hosiery 


helping the purchaser to select and 
call for by name the particular 
shade she may desire. It took a 
good job of printing to get the dif- 
erent shades in, but it proved to 
be worth while. 

In the upper right-hand corner 
js the Vavison-Paxon guarantee 
that every stocking will be of first 
quality—balanced by the name of 
the store in the lower left-hand 
corner—the whole thing making a 


Lnstitute 


EFINITE formation of the 
qT) Hosiery Distributors’ In- 

stitute has been accom- 
plished and at a meeting late last 
month Reinhard Heuttig, president 
of the Paterson Mutual Hosiery 
Mills, was elected president of the 
new organization. Vice-presidents 
are Paul G. Baker, Gotham Silk 
Hosiery Co.; Oliver B. Bradley, 
McCallum Hosiery Co.; and Harry 
C. Aberle, H. C. Aberle Co. Other 
officers are: M. L. Cohn, Society 
Maid Hosiery Co., treasurer; Louis 
Heilbronner, Holeproof Hosiery 
Co, honorary secretary; and Harry 
A. Einstein, Credit Clearing House, 
executive secretary. Headquarters 
will be maintained in the offices of 
the Credit Clearing House. 

Among the objects of the new or- 
ganization, as set forth in its char- 
ter, are to reform abuses, provide 
arbitration facilities, to procure 
uniformity in customs in distribut- 
ing hosiery, to effect economies, to 
promote the use of products of its 
members, to establish just and 
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symmetrical and pleasing adver- 
tisement. 

The extensive use of white space 
and the judicious use of a few para- 
graphs and prices in the center 
complete this bit of direct-by-mail, 
which brought in more customers 
to the department than any piece 
of advertising used in a long time. 

The folder is another proof that 
hosiery can be effectively adver- 
tised by direct mail. 


Established 


equitable principles of business 
among members in their dealings 
with each other, and to support 
legislation and trade regulations 
that will tend to improve the in- 
dustry. 

One of the first problems to be 
taken up by the organization will 
be that of the proper marking of 
seconds, or sub-standard merchan- 
dise. A meeting for receiving sug- 
gestions as to the method of attack- 
ing this problem will be held on 
June 12. 


The Cambria Silk Hosiery Co., 
Philadelphia, Pa., will henceforth 
sell direct to the retail trade and 
has established selling offices at 40 
West Thirty-fourth Street, New 
York, under the direction of E. J. 
Stringham, formerly sales-manager 
for the Quaker Hosiery Co. The 
office will also handle the line of the 
Blackwood Silk Hosiery Co., Black- 
wood, N. J., which is under the con- 
trol of Louis Weber, president of 
the Cambria concern. 
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You Don’t Have to be a Magician 


to Turn RED Ink into BLACK 


If you are not mak- 
ing money on your 
hosiery business, it 
is probably for two 
reasons: Either you 
are not handling the 
brand or brands your 
trade wants, or there 
is something wrong 
with your hosiery 
department. In either 
case the Durham Re- 
tail Sales Agency 
Plan offers a proved 
remedy. 

The Durham Plan 
gives you a line of 
quality merchandise 
that is a proved 
builder of repeat 
business. We can 
show you facts to 
prove it. 


The Durham line 
consists of a complete 
range of styles for 
men, women and 
children that will 
take care of at least 
75% of your trade. 
No need to tie up 
your money in a lot 


of odds and ends. 





The Durham Plan 
enables you to cut 
down your inventory 
and to keep it down, 
thus increasing your 
turnover —the only 
way to make real 


re Wha 


money on hosiery, or 
anything else. This 
it does by providing 
you with an Auto- 
matic Stock Control 
System and with 
Overnight Service on 
fill-ins. No lost sales 
because of incom- 
plete stock or de- 
layed delivery. 


The Durham Plan 
permits you to 
exchange slow- 
moving colors for 
those you know 
will sell. No 
money tied up in 
stock that stays on 
your shelves. 





The 

furnishes you 
free advertising help 
that really help to 
move your ood, 


You can increas 
your hosiery profits 
just as hundreds of 
progressive mer. 
chants are doing, }y 
operating under the 
Durham Retail Sale: 
Agency Plan. Ad 
the nearest Durham 
District Sales Agent 
for further detail: 
Or address Durham 
Hosiery Mills, 326 
Broadway. New York. 


| DURHAM HOSIER 


Made durable in the 
world’s largest 
hosiery mills 





FOR MEN 


In addition to our standard 
men’s numbers we now offer 
a complete line of fancy half 
hose in a variety of attractive 
patterns. New patterns every 
month. 
We also offer a spler 
value to retail for fift 
— a pure silk Bann 
sole sock. As dural)! 
is stylish. 
It will pay you to 
numbers 


lid new 











Durham Hosiery is sold and serviced by these 


ey BLOCH DRY GOODS CO., 


Mobile, Alabama 


ne. 
oURHAM NOTION =F" 
Durham, N. C 


DANA-BARNES CO. 
Charleston, West Va. 
1. EPSTEIN & BRO. CO. 
Savannah, Ga. 
FARLEY HARVEY CO. 
Boston, 
FERTIG nesieny co. 
‘erth Amboy, N. J. 
HAYMON KRUPP & CO. 
El Paso, Texas 
KAHN & FRANK 
New York City 
SOL. HELLER & SONS 
Wilkes-Barre, Pa. 





HEYMAN DISTRIBUTING CO. 
Chicago, II. 


HIBSHMAN BROTHERS CO. 
Cleveland, Ohie 


HOGAN-ALLNOCH DRY GOODS 
co. Houston, Texas 
JOHNSTON & LARIMER DRY 
GOODS Co. Wichita, Kan. 

JOHNSTOWN DRY GOODS CO 
Johnstown, Pa. 


LAUERMAN BROS. CO. 
Marinette, Wis. 
WM. R. MOORE ogy GOODS Co. 
mphis, Tenn. 
NORTHWEST neaseny co. 
Spokane, Wash. 
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District Sales Agents: 
NORTON BROS. & MORRIS 
Los Angeles, Cal 
OBST-McLAUGHLIN CO 
McKeesport, Pa 
SCHWARTZ BROS. & CO., INC 
New Orleans, La 


THE LOUIS STIX CO 
Cincinnati, Ohio 


STOVALL-DANIEL co. 
gusta, Ga. 


URKEN & GiLINsKY 
Trenton, N. J 

weee.es & worter  MERCAS 
TiL seph, Mo 
N’ - "Geepanarive MERC. 
2IN NST. Salt Lake City, Utah 
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when the Seiden- 
bach de vartment 


tore, 2 ulsa, 
Hkla., pu f on 
is annual May 
osiery 6 le 

ist month 


YF el Di. played 


A lesson in ho- 
siery and shoe 
harmony was 
taught in the 
Gotham window 
pictured above, 
in which real 
leather was used, 
with stockings in 
matching and 
harmoniz- 
ing shades draped 
over the skins 
and also shown 
on forms. 


The picture at 
the right shows 
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this striking window 
helped materially 


to make it a rec- 

ord breaker. 

The curtained 

figure pro- 

vided much 
interest 


what can be done 
in a small win- 
dow. This was a 
Roman_ Stripe 
and Tre-Zur win- 
dow, dressed by 
C. L. Ferrell for 
Louis Weisel, Inc., 
Tuscaloosu, Ala. 
Feathered fans, 
an embroidered 
shawl and hosiery 
draped to resem- 
ble a _ feuntain, 
give this window 
in Paris a decid- 
edly modernistic 
touch 








cAs Hosiery Should 


be shown— 


with PRICE 


This hosiery shows up. So does 
the price. The display has both 
dignity and appeal. You likely 
have felt the need of a display 
stand to show hosiery and price 
together. Here it is. 


No. 45 is adjustable from 12” to 
21”, is Polychrome finished and 
has hand wrought ornamenta- 
tions. Card and frame are remov- 
able to facilitate placing the 
hosiery. 


The price is only 


$3 00 each 
$33.00 doz. 


Hosiery 
and 


saa Fixture owes 
— BLD 


CHICAGO 





A showroom d in ILLINOIS | 


the keop 
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EVERWEAR 
HOSE = 


fundamentally right for building 
Shoe Sales 


No one knows better than a shoe merchant how radically and 
rapidly the style thoughts of the public change. And with every 


change in shoes come many varied hosiery styles. Yet, among 
these are only a few that prove a paying hosiery investment 
for a shoe store. 


Everwear has built up during a quarter of a century a world- 
wide organization for gathering style news and testing the 
salability of each new number. This organization effectively 
cooperates with shoe merchants in developing fundamentally 
right hosiery back-grounds for increasing shoe sales. Such 
a well balanced hosiery department, through protecting the 
customer’s hosiery investment as well as the dealer’s, builds 
that necessary good will and satisfaction upon which future 
shoe sales depend. 


You can start an Everwear Department now by 
writing or wiring 


THE EVERWEAR HOSIERY COMPANY 


Pioneer Makers of Quality Hosiery for Women, Children and Men 
Milwaukee, Wisconsin 
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This handsome cabinet box holds three 
or six pairs of hose. Covered with 
beautiful imported mother-of-pearl 
paper in green, pink, orchid or blue. 
Inside lined with pastel plate paper 
Size—8x6x3. 


shows No. 83-A—$8.00 


2, 2. 2. 
ro 


oe. 


o, 
Sao 
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to match. 


oe. 


ry 
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Illustration 
dozen F.O.B 
Same in stock covered with domestic 
papers—$7.00 doz. F.O.B. 
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LVew's 0’ the 


Arthur S. Thayer has been ap- 
pointed in charge of Allen-A sales 
in the Eastern District, with head- 
quarters at the Allen-A office, 330 
Fifth Avenue, New York, succeed- 
ing D. C. McCready. 


Jacob Casin, president of J. 
Casin & Co., has withdrawn from 
active management of his company 
to join the banking firm of J. D. 
Frankel & Co. He will retain the 
presidency of J. Casin & Co., but 
the management will be under the 
direction of Julius Casin, vice- 
president. 


The largest hosiery footing ma- 
chine in the world was recently in- 


Sn Hactactactectactetactedtadetactacted® -, 
yoafoeoeoetoeloaloeteetoetoetoaloetoesoe lee loeteesoes. 


Pete cMe ste teste tects Matec, MM, 
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A SERVICE FEATURE 


which is 


SALES CREATOR 


suild 
rofit- 
sery- 
| for 
sells 
1€ at 

an- 
your 


Give them a hosiery cabinet ! 
volume while side-stepping 
less price-cutting. This ne\ 
ice feature is beautiful enor 
a woman’s boudoir table a: 
her three or six pairs at a 1 
full price. One woman te! 
other, putting new life i: 
hosiery department and _ bringing 
in footwear trade as well. These 
cabinet sets can be attractively and 
profitably advertised. Electros of 
cabinet supplied by us to you. We 
also make a full line of regular 
holiday boxes. 

THE ROYAL - PIONEER 

PAPER BOX MFG. CO. 

1147-53 North 4th Street 


Philadelphia 
New York Office, 225 Fifth Avenue 
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MARKET 


stalled in the plant of the Triple. 
Wear Hosiery Mills, Philadelphia 
Pa. It was made by the Wildma 
Manufacturing Co. in 30 sections 
making 30 stocking feet at tl 
same time. The machine has a ¢a- 
pacity of 60 to 79 dozen pairs 
day. 

Brown-Durrell Co. 
tinue the handling 
seamless hose with the lx 
of the fall season, July 1. 


discon- 
wom an's 


ginning 


*1) 
Will 
of 


last month the Gotham 
Silk Hosiery Co. announced th 
granting of licenses to mak 
pointed heel hosiery to the follow- 

[TURN TO PAGE 146, PLEASE 
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RON CLAD No. 907 is 

a beautiful Pure Silk 

lightweight FULL Fash- 

ioned and Silk to the Hem 

style with a mercerized 

top and foot. It is to be 

had in all the hest shades 

such as Gun Metal, Mauve 

Taupe, French Nude, 

Parchment, Atmosphere, 

hee Champagne, Blonde, 
Triple- Grain, Silver Grey, Moon- 
delphia light, Skin, Peachbloom, 
Vildmar Aloma, Sandust, Rose 
a Blush, Flesh Pink, Even- 
ections glow, Pearl Blush, Pastel 
at U Parchment, Light Gun 
iS a Ca- Metal, Manon, Merida, 
pairs Dust, Black, Honey 
Beige, White Jade, 

Tawny, Kasha Beige and 

Mirage—packed 3 pairs of 
discon- one size and color to a 


omen’s box, sizes 8 to 1044. 


rinning 








r0than IMMEDIATE DELIVERY a 
4 th Send for a sample % dozen TODAY $1 1-50 dozen 
mak COOPER, WELLS and COMPANY, 250 Broad St., St. Joseph, Mich. 


Pollo Manufacturers of Full Fashioned and Seamless Hosiery at 
Touow- St. Joseph, Michigan, and Decatur, Alabama. 


MANUFACTURERS OF QUALITY HOSIERY FOR FIFTY YEARS 
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Rosaine Hosiery 





















































STYLE 1511 


New 
PLANET HEEL 


No. 1511. The dynamic sym- 
metry of this twin-star motif gives 
a note of modernistic appeal to 
this fine-gauge all-silk chiffon. A 
new design which has met with 
instant favor. 


$19.00 
Ten Other Modernistic Heels 


in Our Line. .Write for 
Samples and Prices. 


ROSENHAIN CoO., Inc. 
220 Fifth Ave. New York 


2osaine Fiosiery 
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News 0’ the MARKET 


[CONTINUED FROM PAGE 1/4] 


ing: Quaker Hosiery Co., Philadel. 
phia; Hudson Silk Hosiery (Co. 
Charlotte, N. C.; Merit Hosiery 
Co., Brooklyn; E. Richard Meinig 
Co., Reading, Pa.; Siliko Hosiery 
Co., Philadelphia; Haines Hosiery 
Mills, Philadelphia; Brownhill & 
Kramer, Philadelphia, and the 
Minisac Mills, Philadelphia. It js 
estimated these mills will produce 
nearly 1,500,000 dozen pairs of 
pointed heel hose a year. 


Brown-Durrell Co. has added 
seven pastel shades to three of its 
chiffon numbers, 315, 550 and 815. 
The new colors are described by the 
firm as follows: Stardew, a delicate 
blue with a suggestion of silver; 
Fairgold, a bright yellow gold; Ar- 
cadia, a pale green; Coquette, a 
bright salmon pink; Orchadee, a 
light orchid; .Peachblow, a peach 
color with a decidedly yellowish 
cast; Navy, the standard navy. 


Fedden Bros. Co., Inc., of Shil- 
lington, Pa., with sales offices at 
392 Fifth Avenue, New York, have 
just placed an additional order with 
the Textile Machine Works for 45 
gage full fashioned leggers and 
footers which will be equipped with 
all the latest attachments. 


Vanity Fair Silk. Mills announce 
for delivery beginning June 1, two 
new ingrain silk numbers and one 
dip-dyed chiffon with pointed heels. 


Combine Hosiery Corporation is 
now producing a new fine gaged 
chiffon number with picot tops and 
pointed heels at $15 a dozen. 


1928 





Em 
phia, 
gage, 
dozen 









Emmeth Textiles, Inc., Philadel- 
phia, has put on the market a 54 
gage, tv o-thread number at $42 a 
dozen. The hose is made in Italy. 





v Walter Tither, for the past seven- 
einig [J teen year's associated with the Wil- 
Hosiery J jiam Brown Co., Philadelphia, has 
Hosiery [J been made vice-president and sales 
nhill & M manager for the Vogue Silk 
nd the Hosiery Co., Philadelphia. 
It is 
produce 
1irs of P 
Modern Hosiery Form 
Flat surfaces and angles, the 
added crux of modern art, have been 
of its applied to a new hosiery display 
id 815, form, illustrated 
by the here and manu- 
elicate factured by the 
silver: Curtis - Legler 
a; Ar- Fixture Co., Chi- 
tte, a cago. 
lee, a As indicated by 
peach the_ illustration, 
the flat surfaces 


owish 
'- 


clearly show the 
texture of the ho- 








Shil- siery, yet the 
page form itself keeps 
hae all the graceful 
with contours so nec- 
r 45 essary to an ap- 
po pealing display of 
with hosiery. Notice 

especially 

the very graceful 

lines of the foot 
ance and how snugly 
two the hosiery fits 
one around the ankle. 
els. All in all, the 

form is ultra 
1 is modern in appearance and is very 
ged much in keeping with the decided 
and trend of present day display tech- 


nic to modern art. 
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A NEW MILL— 
A NEW PRODUCT 


ROXY 
HOSIERY 
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o 42 Gauge gee’ 
Narrow Mercerized 3 
Hem } 

Service Weight 

; or 

All Silk—Foot and 

Top—Chiffon 

$1.35 retailer 
with a good margin 
of profit for the 
merchant. $ 





PRIPL OY 


















In stock for imme- $ 
diate delivery in all 
wanted shades. 
Write for full par- 
ticulars, prices and 
> samples. 











PEI PLPLL Se 


7 
. 


: 
ernr 
































That’s the brief story of a 
new line of full fashioned 
hosiery, having many un- 
usual features, for women— 
Wider than the average, 31 
inch length, a special toe 
guard, a chiffon equal to a 
45 gauge and a clear silk 
free from all clouds. Let us 
show you. 















Roxy Hosiery MILLs 
Reading, Pa. 
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